a Z m A TIMELY STORY 


a 
Hee order of ADVERTISING 


N a few short weeks the youth of America 
will return to school wearing millions of 
pairs of new shoes! 


Simultaneously, in several outstanding consumer 
4 publications*, 50 Million “Able to Buy” 
13) readers will receive the full impact of 

us dramatic dominant selling messages fea- 
turing RED GOOSE and 
FRIEDMAN-SHELBY juvenile 


Alert merchants throughout the na- 
tion will enjoy the extra sales and 
alls. this advertising affords. 


Prepare your stocks now to meet the demand for 
RED GOOSE shoes for boys and girls of all ages. 


* LIFE, GOOD HOUSEKEEPING, McCALLS, PARENTS, COUNTRY 
GENTLEMAN, FARM JOURNAL, HOLLANDS, GLAMOUR and YOUR “HALF THE FUN 


CHARM. OF 
HAVING FEET” 


Red Goode Division 
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ON a CORRELATED 
FORM-FITTING LASTS 








MART shoes, built to high quality standards for active women — 

shoes which insure a greater percentage of faultless fittings because 
they are formed on correlated lasts. No longer do you have to quess. 
The hasard of ill-fits has been definitely removed. Authentic styling. 
correct designing, expert tailoring — all are dramatic features which 
tend to accentuate the proven, tested. profit-building qualities which are 
revealed in the seven basic exclusive lasts used in the production of 
Drew ARCH REST shoes. Learn how Drew ARCH REST shoes are win- 
ning new and ever increasing business for scores of leading retailers. 
Write for details and descriptive data. 


% they were intended. We have 
an average foot which can 


The STELLA The REVERA 


No. 7142 — Black Suede, No. 7244— Black Suede 
Patent Trim, 5-Eyelet Gypsy Side P 


Tie, 176 15/8 Patent 
Cuban itech Flexible Welt. 
4% to 10...; 





can give his customer a perfect fit. 








ARCH REST AND FOOT FRIEND SHOES TO RETAIL AT $6.85 and $7.85. 
DR. HISS SHOES TO RETAIL AT $8.75. 


THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 
New York: 746 Marbridge Bidg. 
Entered as second class matter November 23, 1982, at the Post Office in Philadelphia under 


a No. 24, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.). 
T: 8, 1879, Subscription price $3.00 per year. Printed in U. S. A. (Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax—making total of $3.50.) 
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“BREASTLOCK HEELS 
EMPHASIZE THE ULTRA SMART FF 
TAILORED EXPRESSION , 
AND ADD GREATLY TO 
SOUND SHOE CONSTRUCTION” 


F. W. MEARS HEEL COMPANY, Inc. 


140 FEDERAL STREET BOSTON, MASS. 


Sales Offices — St. Louis, Mo. — Columbus, Ohio — Lawrence, Mass. 
Associated company — DOMINION WOOD HEEL Corp. Limited, Montreal, Que. 
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=~... in ORIGINAL FOOTWEAR 


Nylon sandals presented for the first time to the shoe trade by 
Tupper, Inc. — a manufacturer with a reputation for being the first in 
high style footwear. 


The idea of Nylon in footwear was conceived by our Clinton 
E. Bachman. 


We have experimented .with many types of NYLON — NOW, 
we have the only Nylon suitable for sandals. 


The experimental stage is over — Nylon footwear is now being 
sold by many of our customers. Reorders prove its acceptance — four 
weeks delivery — in Black — Blue — Brown. 


er INC. 15th AND BLOOMFIELD STREETS, HOBOKEN, NEW JERSEY * 


NEW YORK OFFICE, MARBRIDGE BUILDING, 47 WEST 34th ST., N. Y. C. 
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Sales slips in hand, Mr. Bieber records on a com. 
prehensive size sheet that fits into the blotter pad on 
his desk every size in stock or on order from instock. 
He knows it all, instantly. 


YOU TOO... CAN BUILD 
A BUSINESS ON THE 
OWNER-OPERATED PLAN 


FROM modest beginnings the Biebers, husband and 
wife, built a business on W. B. COON shoes, until 


* today “there stands a service station to a community 


Ge a t olcaare, Lady ZO d0we You wad 
ays fatltez Lhe Wt if We Wlarruo, rd 
Whey fe swell, says hw Grace Codtic 


within the Bronx, New York, that can weather 
almost any storm because it has a foundation of Hard- 
to-Fit Feet. Customers must come back fo the place 
where they have been properly fitted. The business 
is built around the customer at the fitting stool. 


“You can do a better business with W. B. COON 
shoes,” says Owner Bieber, “if you concentrate your 
sizes on best selling lasts. I spend five minutes each 
day checking sizes against lasts and Mrs. Bieber 
records every sales slip on a case history card—<so 
every customer becomes a capital asset. 


“I have found we do almost all our business on four 
wonderful fitters. Do you know that careful selection 
of sizes has given us a 99.9% wantable stock. In fact, 
we have never sold a pair of W. B. COON shoes to 
the ultimate auctioneer or surplus-stock buyer since 
we started fifteen years ago . . . Over 50,000 pairs of 
W. B. COON shoes and not 100 pairs in all that time 
unsalable or unwanted. 


“Yes, indeed, the future for owner-operation, espe 
cially if it is man, wife and partner, is safer and suret 
if you remember: ‘He profits most, who serves best.’” 
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FOREPART !—The 10/8 heel, last 369, has an 


anatomically correct toe, a straight inside line, 
broad shank, free treaded ball, short back part 
and narrow fitting heel. It is an ideal last for 
growing girls wearing women’s sizes. 


FOREPART H1—A 12/8 heel available in two 
shapes of toes—last 380, a refined round toe, 
and last 365, a modified recede toe. Both lasts 
have a fairly straight inside draft, a moderate 
arch elevation, free fitting ball, snug fitting in- 
step and narrow fitting heel. This is the basic 
heel height recommended for women’s wear. 





FOREPART ili—The 14/8 heel height, a semi- 
dress last. This last carries the fundamental 
principles of Forepart [Il—it is somewhat 
dressier in appearance but nevertheless it per- 
mits the forepart of the foot to lie as comfort- 
ably as in the lower heel models. The higher 
arch, short back part and narrow fitting heel 
makes shoes on these lasts “all occasion” day- 
time models for normal feet. 


FOREPART IV—A dressup last, 375, 16/8 heel, 
adopted for those who desire the fundamental 
correctness of the lower heel Free Treads and 
who appreciate the advantages of keeping the 
feet in the same healthful condition when 
“dressed up,” as when clothed for extreme 
comfort. The contour of the arch and the un- 
usually broad shank for this heel height allows 
freedom of action seldom found in 16/8 lasts. 


é i\\ 


LAST 369 LAST 380 LAST 368 LAST 375 





A—FREE TREADS: A related series of broad 
tread straight lasts. 


B—ARCH FITTERS: A semi-corrective, spec- 
tator and sports line built over special measurement 
lasts adapted to slim insteps and narrow heels. 


C—OUTFLARES: A related series of broad 
tread outflare-lasts. (Both of the above groups are 
available with the Tri-Balance insole as well as in 
the conventional welt construction.) 


W. B. COON COMPANY 






37 CANAL STREET a ROCHESTER, N. Y. 
47 WEST 34th STREET ’ NEW YORK CITY 











Today’s modes, light, smart, and trim on the foot 
; 


— flexible and comfortable as well. 


Made The Dependable Way with UNISHANK 
INSOLES, rigid heel and shank support is com- 


UNISHANK 
bined with proper forepart flexibility. 


| — SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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HEELS THAT SELL 
AT FIRST SIGHT! 


HEN a customer sees that a pair 

of shoes is fitted with Good- 
year heels, he is more likely to be 
sold on the shoes. 


He knows the name itself is his best 
assurance of top quality and longer, 
more satisfactory service. 


And every customer can see that the 
neat, part-of-the-shoe appearance of 
Goodyear heels adds to the good looks 
of any shoe. 


That’s why these heels give new shoes 
a better selling-chance. That’s why 
manufacturers prefer to have these 
heels on their shoes. 


They’re aware that Goodyear rubber 
heels help sell shoes at first sight! 


Wingfoot, Speedway —T.M. The Goodyear Tire & Rubber Company ! 


7 a oe = 


Goodyear SPEEDWAY Heel 


THE GREATEST NAME IN RUBBER TIP TO RETAILERS! 


Specify Goodyear heels when you have 
leather heels on new shoes replaced 
with rubber. And for maximum cus- 
tomer-satisfaction use Goodyear heels 
in your own repair shop. 
MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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Rounp- lot awe Younc AND Apreauinc 
TO WOMEN IN UNIFORM 


THE COsabry Nast BY 


D&W 
FITS INTO |THE DEFENSE 
PICTURE FOR ALL WOMEN 
IN VOLUNTEER WORK... 
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REMEMBER D & W LASTS 
STARTED A GREAT ; 


FORWARD MOVEMENT 


The D & W Baby Last gives to 
your mid-Fall season a new thrill 
of selling — Every woman in de- 
fense work is your potential cus- 
tomer. 


=" ““etacertaastneO, 
Order your new shoes on LO. 3S th, 
BABY Lasts up to 14/8 and HI.- ~ 


BABY all the way up—but be sure 
they are on D & W Progressive- 
Graded Lasts. 


DaetscH & Woopwarb, inc. a ea 


ONE MAIN STREET “Designed in the Wood" BROOKLYN, N. Y. 
589 Essex St., Lynn, Mass. Mississippi Valley Last Co., 5505 Margaretta Ave., St. Louis, Mo. 
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J. M. BUSCH of Busch-Tombal, 
veteran shoe merchant of Green Bay, 
Wis., says: 

“There is much work to be done 
throughout the country on the part 
of the retail shoe dealer in support- 
ing and furthering the cause of the 
independent merchant if we wish to 
continue to survive. The indepen- 
dent merchants of this city consider 
our cause so important that we have 
formed, and now successfully oper- 
ate, the Green Bay Trade Indepen- 
dent Association, which I believe 
might well be copied in other com- 
munities, 

“It is our belief that the retail 
field is one of the truly great fron- 
tiers for human initiative and the 


GREEN SAN | 
| TRADE 
IND. ASS 
/ ait iy 






expression of human ability. How- 
ever, the doors to this frontier are 
being closed to the individual be- 
cause of the preferred discounts ob- 
tainable by chain store volume, and 
-the power of great chain institutions 
to control prices to producers, as 
well as to local communities with 
advertising campaigns prohibitive to 
independents, which tend to induce 
people to trade in chain stores. 
“We feel that it is the duty of the 
independent merchant, and that cer- 
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i Trade 


tainly includes the shoe retailer, to 
educate the public to the importance 
of the independent system of free 
enterprise. The independent mer- 
chant has everything on his side in 
seeking public support, because it is 
he who has helped to build his own 





local comniunity; it is he who sup- 
ports and takes part in its social, 
religious, and civic life. He invar- 
iably owns his home there and 
spends most of his life there and the 
earnings from his business remain 
in the community.” 


* * 


LOUIS M. SCHABLEIN of Schab- 
lein’s, 32 Bank Street, New London, 
Conn., a busy business man in a 
bustling seaport town, whose harbor 
is filled with cargo craft, subma- 
rines, sailboats and steamers, says: 

“I’ve read ‘Career Man in Shoe 
Retailing’ by Thomas Young and 
can’t get Episode IV, July 5, off my 
mind. It reminds me of myself. I 
make the same mistakes as Ed. 
When my son was here I would act 
just as Ed did. My son usually 
would remind me about too many 
lines and bills coming due—same as 
Jack Perkins, but to no avail. My 
son is in the army now. Has been 


there five months and I find that | 
am still making the same mistakes. 
We carry standard brands. A sales- 
man will drop in; get me to look at 
his samples. Special deal looks 
good. I buy. Results—a lot of 
shoes before the selling season and 
the worst to come—a lot of broken 
sizes, odds and ends. 

“I promise myself it won’t happen 
again—just like a fellow getting 
over a heavy drunk says ‘Never 
Again.’ Next night meets a friend 
drunk again! 

“So I'll make another pledge and 
every time I am tempted, | will 
think of Ed. Now the salesmen are 


using pressure to BUY, BUY, BUY. 





They say “You had better put an 
other order in, the factory is all sold 
out to September or October. So 
and So bought ten cases—twenty 
cases.... 

“What's the answer? I think a 
great many retailers are creating a 
shortage by overbuying.” 


THOMAS M. CORSON, retired cus- 
tom shoemaker of Salem, Mass., who 
was 100 years old recently, sat 
down to a centennial dinner, talked 

















with friends, then went for a ride. 
The last survivor of the G.A.R. post 
—is he the oldest shoe man? His 
secret—Started with good health, 
never abused it, worked along 
serenely until after he was 80, and 
the last time Fred Gannon saw him, 
he was contentedly smoking a larg 

cigar. 

CONTRARY to the usual belief that 
only short men want to look taller, 
John Bradley, who operates a men’s 
shoe store on Hollywood Boulevard, 
in Hollywood, is finding a number 
of six footers are buying built-up 
pattern oxfords in order to increase 
their height. 

During the past few years that 
these built-up shoes have been on 
the market, Bradley has experienced 
a steady increase in trade, so that 
now, by specializing in them, he 
has worked up quite a good sized 


A PAIR O THEM 
STitt SHOES 


following. His patrons come from 
all walks of life, mostly men of 
lesser stature such as lawyers who 
feel an extra inch or so in height 
impresses judges and juries. Busi- 
ness men, jockeys, professional men, 
too are regular customers for these 
built-up shoes, now that the pat- 
terns have been perfected so the 
built-up feature is not obvious. 

One .stand-in has special shoes 
built up to a five-inch measurement, 
as he is that much shorter than the 
star he serves. Richard Arlen, a 
six footer, wears them when work- 
ing; as does Tom Brown, Frankie 
Albertson, Clayton Moore, Tom 
Neal and a host of others. Sport 
shoes are a great favorite with near- 
ly all the Bradley customers. 


+ * * 


R. M. SCHLICK of Field-Schlick, 
Inc., St. Paul, Minn., says: 

“The Minnesota State Legisiature 
passed a special Enabling Act, Sec- 
tion 292 of ‘the Session Laws of 
1935, which specifically provided 
for the formation of employer asso- 
ciations for the purpose of establish- 
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THE DOUBLE CROSS 





—"I sup them Nazis like their 
Swastika,” remarked Joe Zilch, 
“but to me it means only the 
‘double cross.’ ” 

—''How come," | asked. 

—"Well,' said Joe, "| read the news- 
papers and all them Nazis have 
done since this war began has 
been to double cross somebody. 
Seems to me treaties or agree- 
ments or pacts don't mean any- 
thing any more. There ain't no 
honor between Nations.” 

— "So it seems," | replied. 

—"And the worst of it is," con- 
tinued Joe, “we little fellows are 
supposed to ‘stay\ honest and 
honor contracts. If we don't, it's 
the hoosegow for us. m big 
nations set us a helluva fine ex- 
ample, | don't think." 

—"Seems as though you're right 
Joe," | replied, “it sure is a crazy 
world we're living in." 


Sb Teen 


President 
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ing and maintaining standards of 
wages, hours and other conditions. 
The retailers decided that ‘that was 
the time and the place to avail our- 
selves of the opportunity of regu- 
lating ourselves and putting our 
houses in order, to the end that the 
problems of personnel might be 
handled more easily and construc- 
tively without the use of long-drawn- 
out mediation and arbitration. Ac- 
cordingly, the gr decided upon 
a program constructed on a busi- 
ness-like and humanitarian basis— 
a policy which, when completed, 
could be presented to our employees 
with the sineere belief that it was 
made for them as well as for us, and 
that within its provisions were to 
be contained many of the possi- 
bilities and desires that employees 
were seeking. 

“Tt also held that if we could 


operate our stores, we certainly 
could operate a program which 
would be to the liking of employers 
and employees alike. 

“After a few months of study and 
investigation, during which time 
employers and employees alike were 
called into conference and asked 
their opinions, the first and most 
important of our conclusions was 
reached. That principle is: “The 
best and only way to handle person- 
nel problems and grievances is to 
prevent them.’ ” 


aa + * 


“A FIRST-RATE Fall trade is ahead 
for us here in Glendale, Cal.,” ob- 
served L. A. Maupin, shoe buyer in 
the H. S. Webb & Co. department 
store. 

“Lots of new accounts have been 
recently added by the store, a move- 


ment which is by no means spas- 
modic, but a steady trend. Most of 
these new accounts are with young 
people who have come to town and 
have fourid steady employment in 
the airplane industry in either the 
production or minor executive de- 
partments. Living conditions are 
good in Glendale, as the real estate 
operators have somewhat antici- 
pated the city’s growing populatfon 
needs. . 
“Here in Webb’s shoe depart- 
ment, we look for the start of the 
Fall business around Aug. 18 and 
to continue to gain right through 
the usual hot September and Octo- 
ber months. Last year the usual 
Summer heat during these two 
months did not retard business one 
mite. This year we expect similar 
climatic conditions and we also 
anticipate a good, healthy increase 
in sales over last year. Unquestion- 
ably, the number one seller then will 
be the dressy types of shoes and will 
be closely followed by some brand 
new sports and play types. This 
store has always done a nice busi- 
ness of the dressy kinds of footwear, 
so the Fall beying has been planned 
to further develop this business.” 
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JOHN W. WATERFALL, of Wolf 
& Dessauer, Fort Wayne, Ind., says: 

“We know that no period in re- 
tail credit history even remotely 
parallels the problems of today. Em- 
ployment has increased greatly— 
many more employees are drawing 
substantially increased incomes 
through higher wage-rates, together 
with more work hours. 

“But the condition today is not 
the natural result of supply and de- 
mand—nor of pump-priming activi- 
ties to stimulate money circulation: 
it is government spending in an 
emergency—and in the production 
that it creates, touches and greatly 
affects industry over a wide front. 
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“Although buying psychology is 
peculiarly mixed there is the com- 
mon feeling that this thing can’t last 
and that it must be followed by 
some readjustment. The quite gen- 
eral acceptance of this thought 
makes the buying public today a 
different credit customer than we 
have ever met before.” 


UNCLE SAM is buying 3,000,000 
heel pods, or pads of sheep leather, 
‘to be put into heel seats of military 
shoes; first, in the factories as the 
shoes are finished, and later in re- 
pair shops, after the original pods 


are worn out. 
* * * 


Qur couRsE 


The world seems a jumble+these hectic 
days 

With war and taxes and dictators’ ways, 

And sometimes we wonder where all wil! 
end . 

As we fit new shoes or chat with a 
friend, - 

As the might of arms like a‘ genie grows 

And conquered countries succumb in 

; throes, 
As our own great nation toward defense 


ves 
With a speed affecting our purse, our 
lives. 
Yes, hectic indeed is the world today 
But remember, my friend, that we still 
ean say— 
“This is our‘own, our native land, 
Ours to have while united we stand 
Like modern patriots of Bunker Hill 
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Whose shot ‘round the world is echoing 
still.” 
There’s nothing hectic about this, my 


It’s a course we have vowed to pursue to 
the end. 

United, determined on this we stand, 

Regardless of turmoil on sea or land, 

And no aggressor shall tread our shore 

While we cherizh this fréedom—forever- 


Emm J. Bracxy. 


THEM CITY SLICKERS 
@ OUGHT TO BRUSH-UP 4 
ON- THEIR FASHIONS ! 

















A. G. GRUENDLER of the Gruen- 
Art Shoe Stores, Fon du Lac, Wis., 
‘says: 

“Much sport is still made in many 
quarters, of the farmer and his place 
in the American scene. Yet, the 
rural families today represent some 
of the most important, if not the 
most important customers of many 
small town and small city merchants. 
The days of the ‘hick’ farmer who 
could be sold stiff, long-wearing 
shoes, and his wife who bought for 
wear only, have long since passed. 
The farmers today are just as style 
conscious, just as particular, and 
just as anxious to buy quality as 
their city cousins. In fact, due to 
the many educational services which 
reach the farm group, many of the 
women and girls are far better 
versed on current styles than city 


women.” 


A FOUR page miniature news- 
paper, page size 11” x 17”, is being 
distributed in New England, free. 
Its title is: “The Original Yankee 
Swopper’s YANKEE SWOP LIST.” 
The idea is: “If you have something 
you want to swop, write it out in 
the form of a small ad and the 
Original Yankee Swopper of Dub- 
lin, New Hampshire, will do the 
rest.” 

It’s positively amazing what items 
are “swoppable.” Here’s where 
shoes fit in: 


“Pair of snowshoes in good usable con- 
dition; men’s size 8 tubular shoe skates, 
size 5 girl’s shoe skates; 7 ft. hickory 
skis. Will swop for a good grade doe 
goat of either Toggenberg or Saanen 


“Will swop evening slippers, black 
satin trimmed with silver, worn only 
once, size 5, 2%-in. heel. Want a small 
metal filing cabinet.” 

“Have a pair of lady's riding boots, 
size 8, also riding pants and whip; band 
uniform, coat, pants and hat—all in good 
condition, size 38. Will swop for any 
fishing equipment, old or new pistols or 
revolvers.” 

“Everything’s becoming motorized, so 
I want to be. Will swop pair of cowboy’s 
boots, size 9%, for motorcycle helmet, 
goggles, boots or any motorcycle acces- 
sories.” 
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The Editor's 


Outlook 


SOFT PEDAL FOR FLYERS 


Picture on opposite page— 
Story on page 38 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


The Shake-down 


A LOT of loose and lousy practices in merchandising 
are going to be swept aside in the next few weeks. In 
fact, there are a lot of sloppy methods that never should 
have come into retailing, that need the ventilation of 
good, fresh air. 

Wars, or threats of war, have a habit of making real 
things actual and artificial things silly in comparison 
with truth. 

This week we sat down with a manufacturer who 
wants to promote a new article. He was led down the 
path of spending his promotional money for the old 
brand of Fifth Avenue prestige building. He was told: 
“If you will pay $5,000 we will advertise the product 
as being acceptable to this great store. You know that 
after we have endorsed it, all the buyers in the country 
will accept it. That’s the way for you to get national 
acceptance.” 

It all sounds very lah-de-da but in words of simple 
basic English—it’s a “shakedown.” If anything has 
merit, serves a purpose, is economic and wantable, it 
will find its way into the stream of trade without the 
paid pap and patronage of a “great” store. Because we 
are in a straight thinking world again, where men will 
work, and work hard, to develop a business along simple, 
honest lines. 

Any producer of an article, material or shoe—who 
has to pay “squeeze money” to have it acceptable in 
any store is crazy, dumb or too lazy to go out and 
market the product on its merits. Sure, it’s the hard 
way; but it’s the honest way. 

Tens of thousands of merchants throughout the length 
and breadth of this country buy things at the regular 
quoted price, market them at a fair retail price and don’t 
get any concessions for pride, pomp or prestige. But 
some fatted calf, with a reputation for dizzy promotion, 
sells his name (which once might have been good) to 
the highest bidder. The manufacturer who falls for the 
“shakedown” knows that he is in there for a period of 
time limited to the getting of another sucker. 
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These are harsh words but it is time for straight 
thinking. We are going to simplify selling practices in 
this country and we are going to do it almost overnight. 
Because it is the thing to do in this more realistic world. 
Every store is going to cut out a lot of frills and fancy 
returns, allowances and special preferred discounts for 
clubs, clergymen and everything else. We are going to 
make retailing democratic and it’s high time. 

We have a letter on our desk for a contribution to a 
merchant’s club. They want an ad for a special souvenir 
book. They only want $1,000 a page. Wow, what a 
racket! Whoever falls for that is a SUCKER. 

There isn’t a store in this country that isn’t deluged 
with requests for contributions for this, that and the 
other—with guarantees of the patronage of These, Those. 
and Them. Is it any wonder that there is no net return 
to most businesses when the year is up. The cash has 
been trickling out through a hundred and one leaks that 
have nothing to do with the business and too much to 
do with the sentimental softness of men in business. 

We are not asking for hard-boiled retailing or hard- 
boiled business but we are asking for a square deal for 
the man who has invested his capital and has to worry 
over.a payroll; worry over the rising inventory and the 
money that he needs to pay for it. He pays, and pays, 
and pays. 

Make no mistake about it. This industry and every 
other industry could stand for a lot of simplification 
and the net result would be a better deal for the public. 
Yougean’t give one group concessions, favors and dis- 
counts and have another group pay the bills. It’s high 
time that the “shakedown” be exposed to the light of 
reason. It’s against the Robinson-Patman Law. 

Here we are, with the whole world on fire and we are 
talking about an irritating tic on the back of a cow. But 
it is that little itching that irritates the entire structure 
of retailing no end. Let’s cut out the tic and get a little 
healthier retail animal. It’s straight business from now 
on—or else! 
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£ COLOR ano NOVELTY 


IN NEW RUBBER FOOTWEAR 


EVERY year the Winter overshoe style story grows 
more interesting and important. This year the leading 
makers of rubber footwear for stormy weather have 
done a better job than ever. And this in spite of many 
problems of supply and production looming on the 
horizon. 

Leading item, for all ages, is the high boot. Capturing 
the campuses in a big way last Winter, it is expected to 
be a number one style on city streets this year. (For the 
campus Winter 1940-1941 story see Boor AND SHOE 
Recorper, Jan. 25 issue, entitled “On with Your Boot!” 
and written after a personal survey of some of the lead- 
ing Eastern girls’ colleges.) In that story we noted the 
fact that women were already starting to adopt the 
style. Following that story, we saw the beginning of this 
trend on city streets and in suburban shopping centers. 
One large middle price storéreported that many women 
were buying them for gardening. 

That is the story of last Winter. This year we expect 
even more business in campus boots and a much bigger 
percentage for town wear. One of the top ranking style 
rubber houses reports that the real style news is the 


boot for the higher heeled shoes. The report adds that This, boot, left, is the to the clicking, clacking 


dealers everywhere are planning to promote this type of year galoshes of the °20’s, trimly held in place by 
. : : broad band of goring. Classmate Gaytee United 
boot. The boots illustrated here give a cross-section of ; Rebber.te, seed ili Pere 


the styles available in both high and low heels. Many instep strap. Lancer Boot from Converse Rubber Co. 
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At left, opposite page, left 
to right: Clever reproduc- 
tion of authentic western 

boot, just right for me 
younger Rancho 
Boot from Mishawaka Rub- 
ber & Woolen Mfg. Co. 
Very swanky and cowboy- 
ish this black, high-heeled 
boot, available also in 
white, russet and red on 
low and medium heels. 
Lariat Boot from Hood 
Rubber Co., Inc. Combin- 
ine features of Majorette 
and cowboy boots is this 
two-tone Rodeo Boot from 
Cambridge Rubber Co. 












Perfect coverage for popular high-riding slipons, this 
high cut unlined overshoe with suede finish upper. Net 
heel lining. Ravenna Oxford from Mishawaka Rubber & 
Woolen Mfg. Co. New very high boot for women .. . 
smart and very practical with slide fastener on outside. 


Martial Gaytee Boot from United States Rubber Co. 


more variations are available for all ages, from Pirie 
girl to her mother and grandmother. Here’s an idea. 
perhaps, for a Fall promotion . . . Mother and Daughter 
and Grandmother boots! You will note the interesting 
variations on the military and cowboy themes. 

With all this talk of boots, it is just as well to remind 
ourselves that there are other types of rubber footwear 
for stormy weather. The exact copy of the saddle moc- 
casin, shown here, is bound to be a campus favorite to 
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Above, left to right: “Buckaroo,” red moccasin saddle, for 
the college trade. Baltic Gaytee Rubber from United States 
Rubber Co. New military boot in russet color on medium 
heel. Very smart with sergeant’s stripes. From B. F. Good- 
rich Footwear. Slated to be popular with girls this Brown 
Plaid Corporal with special type of finish. From Mishawaka 
Rubber & Woolen Mfg. Co. 


FROM HIGH BOOTS TO Low SLIPONS, FROM 
MILITARY TO COWBOY THEMES, RUBBER 
FOOTWEAR FOR STORMY WEATHER REACHES 
A NEW HIGH IN SMART STYLES AND PRACTI- 
CAL COMFORT. HIGH BOOTS, NEWEST FA- 
VORITE ON LAST YEAR'S CAMPUSES, ARE 
SLATED TO BE POPULAR ITEMS FOR TOWN 
WEAR BY ALL AGES 






pull on over the matching shoe. And for women, the 


reproduction of a leading Fall shoe style . . . the suede 


slipon with d’Orsay side and line and braid trim . . . 
should be a best seller. 

Besides these types, there are, of course, plenty of the 
good classical galoshes in rubber or fur-trimmed velve- 
teen. And the warmly lined boots for stadium wear. 
And plenty of cute snow boots for youngsters. More 
of these will be shown in our Christmas and ski stories. 
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What Can Be Done . 


WITHOUT... 


Under Necessity Paris Shoemakers Still Carry On, Their Inven- 
tive Genius Supplying the Lack of Standard Shoe Materials with 
Interesting and Unusual Alternates. 


Fine panama straw forms the upper 
of this dressy pump. The thin, light 
sole is of synthetic material. This 
type of shoe is the exception, rather 
than the rule. Made for one of the 
important couturiers. 





A precious pre-war possession is this 
beautiful black suede shoe from a lead- 
ing Paris shoemaker, Nothing like it is 
obtainable in Paris today, savs our 
/\ correspondent, just returned. 
— 


Elaborately carved natural color 
wooden heel and platform sole. The 
brilliant royal blue fabric upper 
matched the dress from a leading 
outurier. Back lacing is popular. 











The peasant sabot, 

carved from one piece 

of wood, is being made 

to wear with country and 
beach clothes and attractive- 
ly lacquered in the costume 
color or left a natural color. 


For country walking an important high 
fashion shoe designer shows a black felt 
upper, piped with dark red grosgrain 
ribbon. The articulated platform sole is 


lacquered in black. 
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Shoes matched to costumes is the leading 
idea in coordination with many high 
fashion couturiers and shoemakers in 
Paris these days. Here the mixed 
beige and rust brown wool of the 
coat is repeated in the shoe quarters. 


WHAT can be done when Necessity takes the wheel and 
directs the car . . . that is the story coming out of Paris 
these days. It is a story full of human interest, of cour- 
age and resourcefulness, that Alice Maxwell Appo, our 
Paris correspondent brings back after nearly a year of 
life under the Nazi régime. In last week’s RECORDER 
you read about the high fashion dressmaking establish- 
ments, which are bringing out lovelier models than ever 
in spite of restrictions in the number of models due to 
the growing limitations in materials. 

But the handicaps under which the couturiers are 
working are nothing, so far, compared with what the shoe 
designers and makers are facing. With sole leather 
practically non-existent for civilian use and upper leather 
very limited, their inventive genius has risen to the occa- 
sion in a magnificent way. 

If sole leather is almost a thing of the past, then wood 
and cork will have to do the job. So reasoned the Paris 
bottiers. And with these materials they have achieved 
remarkable successes. Lacquering has been applied to 
the wooden soles to give a smart sophisticated appear- 
ance, as well as a practical finish. The natural color of 
the wood has been kept for shoes where that color has 
blended in better with the costume color. For the match- 
ing of shoe to costume is a leading characteristic of 
the high fashion Paris shoes these days, as couturiers 
and shoe designers work together more closely than ever. 

Maggy Rouff, Vera Borea, Alix and others have shoes 
with uppers made of the costume fabric. We have shown 
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* practical. 


by ELEANOR M. RUTLEDGE 
Fashion Editor 


this idea of matching shoe and coat in the accompany- 
ing photograph. Summer print dresses have beén 
matched with shoes of the same print. A brilliant royal 
blue dress with shoe upper of the same was shown by a 
leading couturier; the wooden sole and carved heel of 
the natural color wood. Felt uppers are very popular 
for sturdy country types. 

Besides the felt, wool, tweeds and other fabrics, straw 
—often lacquered—and wood are also used as upper 
materials. The wooden upper is, of course, used in a 
typical peasant sabot carved out of one piece of wood. 
The sabots are lacquered the color of the dress—a red 
sabot matched to a red guimpe dress, for example. 
Sometimes the natural color of the wood is matched to 
a costume as in the case of a cream color chintz beach 
frock shown with a natural cream color wooden sabot. 


For country walking shoes, an articulated wooden 
sole . . . see sketch . . . with felt upper is very smart and 
The platform sole is lacquered. Grosgrain 
ribbon in contrasting color isused as binding and mud- 
guard trimming. One of the leaditig bottiers is especially 
fond of felt for these shoes. He uses hat felt in dark 
green and red, dark and cinnamon brown, a slatey blue 


and black. This particular shoemaker has so much 

business that it takes six weeks to fill an order. 
The opposite extreme from this sturdy walking shoe 
is the light dainty pump . . . also sketched r with 
[TURN TO Pic 40, CUBASE] 
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THEY laughed about the oversize shoes 
issued them on their first day in recep- 
tion centers. There was room to spare 
for the feet of Uncle Sam’s new soldiers. 

But see what has happened. On the 
authority of the War Department, com- 
fortable shoes worn in civilian life espe- 
cially for those trainees who led a sed- 
entary life are now a size or so too small. 
Much marching has seen to that. It has 
made soft tootsy-wootsies grow! 

So what’s being done to make hoofing 
agreeable—at least as agreeable as it can 
be for soldiers? 

The answer is that weekly inspection 
of shoes by company commanders has 
been ordered by the Army. In this way 
soldiers whose shoes pinch can get larger 
ones, and those whose shoes need repair 
can get them fixed before they become 
too badly worn. 

“Saves shoes—and saves feet,” says 
the Army. Prevents profane language, 
too, it might be added. 


* * * 


A MODIFIED blackout may be in store 
for retailers, forced by a growing power 
shortage rather than the threat of air 
attacks. Merchants in Southeastern states 
already are cooperating in a program to 
conserve power needed for aluminum 
plants by cutting down the use of ad- 
vertising signs, window displays, air- 
conditioning systems and _ decorative 
lighting. 

Suggestions for reducing power con- 
sumed by retail stores range all the way 
from using higher-economy fluorescent 
lamps for interior lighting to shifting to 
low-wattage bulbs for night lights. Some 
retailers solicited good will by injecting 
power conservation appeals in their ad- 
vertising. : 
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The retailers assuciation of Knoxville, 
Tenn., agreed to cut off window lights 
at 8 p. m. Interior lights were dimmed 
25 per cent, outdoor signs underwent a 
complete blackout, and air-conditioning 
equipment had a noon-hour rest to com- 
pensate for the midday electric cooking 
siesta. 

Though a number of steps are being 
planned in Washington, including the 
adoption of an electric grid system for 
greater power distribution, such a pro- 
gram takes time. OPM officials are urg- 
ing retailers throughout the country to 
adopt the voluntary conservation meth- 
ods pioneered in the South. 

OPM publicizes the idea as being 
“more desirable than the alternative of 
compulsory power rationing.” 

* * * 


THE Army has decided to eliminate 
some frills and save a vital defense metal. 
Heretofore tungsten has been used in 
toe calks of horseshoes. Now specifica. 
tions do not require that metal and it 
can be used for more important defense 
items. 


oe @.@ 


PRODUCTION of leather footwear in 
Canada has shown a pro ive monthly 
increase during the current year. Fig- 
ures compiled by the Dominion Bureau 
of Statistics and made public by the De- 
partment of Commerce show that during 
May, output reached 2,843,157 pairs, the 
highest monthly total recorded for the 
January-May period, representing a gain 
of 30 per cent over May, 1940. 

The cumulative total of footwear man- 
ufactured during the first five months of 
1941 in Canadian factories was 12,175,- 
597 pairs, compared with 10,974,957 





New Shoe Repair 
Shops for Army 


Army supply plans, announced recently 
by the War Department, call for the open- 
ing Oct. | of approximately 75 stationary 
shoe repair shops to expand the service 
now provided by 26 clothing and equipage 
repair shops, each includnig a shoe repair 
section, operated for the Army by the 
Quartermaster Corps. 

The shoe shops, to be operated with 
civilian personnel selected from lists sup- 
plied by the Civil Service Commission, will 
be equipped to repair both leather and 
rubber footwear. In selecting workers for 
the shops preference will iven local or 
nearby applicants. Announcement as to 
locations selected for the 75 new shops is 
expected within the near future. 

No shoes or boots will be repaired which 
cannot be returned to the original wearer, 
and, unless conditions warrant, shoes will 
not be resoled the third time. All officers 
have been directed to instruct their men 
to turn in their shoes for repair as soon 
as they need attention to assure maximum 
use with a minimum of repair expense. 





pairs in the corresponding period of last 
year, an increase of approximately 1) 
per cent. The 1941 output was divided 
as follows: Footwear for women, 5,764,- 
367 pairs; for men, 3,828,311 pairs; for 
misses and children, 1,476,915 pairs; for 
babies and infants, 580,323 pairs; and 
for boys and youths, 525,811 pairs. 

Figures on Canadian shoe production 
in May, it is pointed out, are based on 
returns from 217 factories listed as in 
operation during the month. Quebec, 
with 132 factories, is the largest shoe- 
manufacturing center in the Dominion, 
followed by Ontario with 68. 


LICENSES to export hides and skins 
from Turkey will not be granted, effec- 
tive from Aug. 1, 1941, except for sheep 
skins, pickled hides and skins, and cer- 
tain air-dried and dried and salted hides 
and skins, according to a communique of 
the Ministry of Commerce, published in 
the Official Gazette of April 29, 1941. 
Licenses will not be granted for air- 
dried hides and skins weighing over 230 
kilograms per 100, nor for dried and 
salted hides and skins weighing over 250 
kilograms per 100, nor for either class if 
having hair in excess of 8 centimeters 
in length. 


* * * 


THE Consumption Materials Unit, De- 
partment of Commerce, has announced 
publication of two new monthly reports 
on the Leather and Rubber Industries, 
designed to provide government agencies 
and business firms with authoritative and 
unbiased up-to-the-minute information. 


* - * 


Less than four months ago President 
Roosevelt appeared irked at a White 
House press conference when it was 
suggested to him that the cost of living 
was edging upward. He turned aside 
the question by asking for specific in- 
stances of price rises. 

Today Mr. Roosevelt himself is spe- 
cific on the subject. He quotes Bureau 
of Labor Statistics that wholesale prices 
in the last 60 days have risen more than 
five times as fast as they did at any 
time since the outbreak of the European 
war, and asks Congress for statutory 
authority to fix ceilings for prices and 
rents and empower a price fixing agency 
of the government to deal with “ex. 
cesses in the field of installment credit.” 

* * * 


THE President’s message to Congress on 
July 30, in which he sought to vest broad 
price fixing authority in the Office of 
Price Administration and Civilian Sup. 
ply, thus far only a creature of execu 
tive order, came after Mr. Roosevelt con- 
ferred at length with OPACS Adminis. 
trator Henderson the night before. 
[TURN TO PAGE 44, PLEASE] 
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AND CARL BURGSTAHLER, HEAD OF THE FAMOUS 
CHICAGO FIRM OF F. E. FOSTER & COMPANY, WHO 
IS ALSO PRESIDENT OF NATIONAL SHOE RETAILERS 
ASSOCIATION, BELIEVES YOU HAVE TO LIVE WITH 
THE SHOE BUSINESS, KNOW IT AND LOVE IT IN ORDER 
TO MAKE IT WORTH WHILE. PROOF OF HIS THEORY 
IS FOUND IN FINE NEW FOSTER STORE ON FASHION- 
ABLE NORTH MICHIGAN AVENUE. 


F, E. Fuster & Co. shoes are brought closer 

te the passcrby and given special attention 

in the unique window treatment shown in 
the photograph above. 


Ad usvd to announce opening of new 
Foster store and accompanying it a message 
of welcome from neighboring merchants. 


You l find your Shee by Fester now in « NEW HOME 
everything new . . and sparkling and interesting — in 2 new location 
164 NORTH MICHIGAN AVENUE! 
That's just north of Randolph Street sd in the excellent neighborhood of 
Jon T Sheyne a Company, Kerman: Russeks and Kroch s Bookstores 
We re proud, naturally to be on the company of such fine Michigan Avenue 
establishments And we ll be sable to verve 0 eeew better than ever with 


Distincewe Foster Shoes for Every Occasion 
Shoss Designed for Balance in Moboa 
* Foster Shoes for Children — with Famous Foster Feting re 
ooo 


and Regular Frequent £.smimation Service 
Foster Shoes tor the Sub-Deb 
Foster Hosiery for Complete C otume Coordination 


Won't you come in to see us soon — INE 
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QNE of Chicago’s oldest and most distinguished shoe stores, F. E. 
Foster & Co., has taken on a new dress and a new home. This store, 
one of the city’s outstanding quality firms, is further marked for 
fame since its head, Carl Burgstahler, is also president of the National 
Shoe Retailers’ Association and a veteran Chicago shoe man. 

Moving from 115 N. Wabash Avenue to 164 N. Michigan, the new 
store is completely modern both in exterior and interior, and is now 
located in the heart of an exclusive apparel shopping section. Sig- 
nificance of the move is seen in the two cooperative advertisements 
which appeared in the papers on the opening day. One of these car- 
ried greetings from the neighboring stores, and the other, the adver- 
tisement of the store itself, called attention to its neighbors. 

The interior still retains the appearance of a genuine and conserva- 
tive shoe store, with open stock shelving and regulation seating. These 
are set off by a series of mirrors built around the columns, bright 
wall paper, and special lighting. The lighting is particularly distinc- 
tive, since it counteracts the drawback of a high ceiling. The long bar- 
shaped fixtures which are dropped from the ceiling contain both 
fluorescent and incandescent lights, the former providing general 
illumination and the latter in the form of punch lights throwing the 
light directly onto the floor. 

The store front, believed to be only one of its kind in the country 
is in a two-tone effect of grey and maroon granite. The floors of the 
windows have been extended out over the base and windows brought 
considerably above the conventional height. This brings the shoes 
closer into view and gives them special emphasis. 

Much of the progress of F. E. Foster & Co. is due to the devotion 
of its president, Mr. Burgstahler. There is probably no other man in 
the industry who loves the shoe business better than he does, and 
who, at the same time, combines it with a warm, genial desire to serve 
the public and to share it with others. That is why today you will find 
him spending a great deal of his time on the sales floor, and every 
noon for the past 20 years has found him breaking bread and swap- 

[TURN TO PAGE 41, PLEASE] 


Below: Interior view of new store of F. E. Foster & Co. 

Bright green and silver wall paper is used above the shelving 

section. The pillar units are covered with mirrors. Suspended 
fixtures combine fluorescent and incandescent lighting. 
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CARL BURGSTAHLER 


HEAD OF FAMOUS CHICAGO FIRM OF 

F. E. FOSTER & CO. AND PRESIDENT OF 

THE NATIONAL SHOE RETAILERS ASSO- 
CIATION. 








W. J. Crawford with his son Bill, Jr. who manages the 

Peoria branch on Liberty Street. Another son, Jim, who 

also expects to become a shoe man, is now serving with 
the Marine Corps. 


. 


W. J. CRAWFORD OPENED HIS FIRST SHOE STORE 29 YEARS AGO. NOW LOCATED 
IN PEORIA, ILL., HE HAS BRANCHES IN THAT CITY AND IN PEKIN (SAME STATE) 


CRAWFORD’S Shoe Store, Peoria, Illinois, is a father 
and son enterprise that certainly merits inclusion in our 
series. W. J. Crawford started his first store 29 years 
ago in Elmhurst, Ill. In 1913 he opened his first store 
in Peoria and now operates Crawford’s Super Shoe 
Store, with branches in Peoria and Pekin, Ill. He reports 
a 29 per cent gain in sales for the first half of this year. 

Bill, Jr., joined the organization in 1937. He manages 
the Liberty Street store, and Jim, another son, who ex- 
pects to become a shoe man, is at present serving with 


the U. S. Marine Corps. 
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Mr. Crawford writes: “On reaching the store the first 
thing every Monday morning, I look for the new Re- 
CORDER and, believe it or not, we get two copies as this 
enables our staff to read the current news while it is 


fresh. 


“] HAVE been a constant reader of Boot aNnp SHOE 
RECORDER since 1913 and enjoy reading every issue. 

“Here’s hoping Boot anp SHoe Recorper in 194] 
reaches a new high in popularity, for we'll be reading it 
and so will our personnel.” 
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LITTLEWAY AND UCO LOCKSTITCH SHOES 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


We Have to Cooperate NOW! 


Priorities Director Stettinius order 
of July 26 freezing all stocks of raw 
silk, is going to make quite a dif- 
ference in the hosiery business. 

Six days later, Miss Harriet Elliott, 
Associate OPACS Administrator, said, 
“Reports have come across my desk 
from retail centers that a certain 
small percentage of their customers 
are buying hosiery in quantity. Since 
the amount of silk available for ho- 
siery manufacture will be limited, 
these large purchases constitute a 
selfish raid upon the nation’s supply. 
In the interests of fair play, I am ask- 
ing all consumers to voluntarily ra- 
tion their hosiery purchases—that is, 
to buy today only for current use—in 
order to give those customers with 
limited income an opportunity to 
share in the available supply. 

“Consumers should conserve their 
own supply of silk by taking good 
care of the hosiery they now have to 
make it last as long as possible.” 

Miss Elliott gives the following sug- 
gestions for the care of hosiery: 


The Last Straw 

We've all seen cartoons depicting 
the poor taxpayer who pays and pays 
and pays until all he has left is a 
barrel to walk around in. 

Well, a shoe store on Lexington 
Avenue, New York, has adopted the 
same idea for a window display to 
show that the shoes in the window are 
all that they have left on sale. A 
full sized model, with a barrel as her 
only garment stands in the center of 
the window. FINAL CLEARANCE is 
painted across the barrel in large 
black letters and the final shoes on 
sale are grouped at her feet. (P.S. A 
good idea for next January if it’s too 
late this season. ) 

~ * * 


“A Cool Thought 


Over at Bloomingdale’s, one of New 
York’s larger department stores, they 
have a great idea to merchandise cool 
and comfortable play shoes. We still 
kave a month or so of warm weather, 
so maybe you can still use it this 
season. If not, you may want to tuck 





soap through fabric. 


you sew up the run. 





Four Simple Rules for Good Hosiery Care 


1. Wash stockings and socks immediately after taking them off. 
2. Use a lukewarm neutral soap suds. Don’t rub. Press gently to force 


3. Dry in the shade. Sunlight and heat deteriorate silk. 

4. Take care of runs immediately. Carry a small bottle of run pre- 
ventive or colorless nail polish in your bag. Put a drop at the top and 
bottom of the run immediately. Renew the treatment after washing unless 








it away for next year. Anyway—here 
goes: 

TWO WAYS TO KEEP COOL is 
the caption across the top of a large 
display sign in the center of the shoe 
windows. One way—a large and as- 
sorted display of play shoes. The 
other way—the suggestion in large 
photographs in each window of cool 
waterfalls, babbling brooks, shady 
dells, etc. (How do you like that 


one? ) a ese 


Does Anyone Feel a Tang 
in the Air? 


One of the first attractive late Sum- 
mer or early Fall (as you prefer) 
windows that we have seen is the 
Ansonia Shoe Store, 448 Fifth Ave- 
nue, New York City. 

To complement their display of at- 
tractive new styles, they have built a 
window display around the theme of 
harvest time on the farm with sheaves 
of wheat, birch fences, bright orange 
background paper, and, best of all, a 
flock of ducks flying across the top 
next to the ceiling of the window. 
Very attractive to look at. 

ee ee 


The Customer Wants to Know 


Recently, while talking to a retailer 
about advertising, we got into a dis- 
cussion as to what should be men- 
tioned about shoes in advertising to 
the public. This particular retailer 
said that he tries to make every one 
of his ads completely different from 
his competitors. “I’ve got to make my 
selling message completely different 
from the store’s down the street,” he 
said, “otherwise there is absolutely 
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NO APPROVAL — ONE-HALF OF ONE PER CENT 
RETURNS : 


Zz 


IBEST IDEA 





O. P. Ideator—“I understand that you have reduced 
returns to less than one half of one per cent—based 
on total number of pairs sold.” 

Proprietor William E. Lewis—“That’s right, and it’s 
all due to a policy under which the customer is sold 
on the idea that when a shoe is properly fitted to begin 
with, there’s no occasion for taking the shoes out on 
approval.” . 


O. P. Ideator—“How do you convince the customer 
to take the shoes on a NO APPROVAL basis?” 


Mr. Lewis—“When this question comes up, we dis- 
count the need for an approval arrangement. The 
salesman says, ‘You won't need to take that shoe on 
approval. You know you have what you want in style 
and color. And if it wasn’t a perfect fit, I wouldn't 
have sold them to you’.” 


O. P. Ideator—“Do ‘customers ever persist in this 
demand?” 


Mr. Lewis—“Occasionally. Then the salesman goes 
on to state that while he would have no objection to 
this particular customer taking out the shoes on ap- 
proval, many people are inclined to abuse the privilege, 
sometimes taking out two or three pairs when they 
actually intend to keep only one. ‘It doesn’t really 
matter to us—our customers are the ones who are 
affected by indiscriminate approval selling,’ explains 
the salesman. ‘If we'd let someone else take out this 
shoe which you are buying, it wouldn’t have been here 
to show you. 

“*As far as fit goes, we know it’s right or we'd 
refuse to sell you. We carry one of the most com- 
plete stocks—all sizes and lasts—in the Southwest and 
it’s mighty seldom when we can’t fit a customer. If 
we can’t, we tell her frankly. The idea that you can 


tell more accurately whether the shoes are com- 
fortable by wearing them on the rug at home is wrong. 
To judge fit any better than you can here, you'd have 
to wear the shoes to a point where you couldn’t re- 
turn them’.” 

O. P. Ideator—“I can see that you believe that 
there’s never any reason for selling on approval.” 


Mr: Cewis—“The need for approval service repre- 
sents a deficiency in customer service. If there's a 
question about size after a sale, it’s the fault of the 
salesman—he doesn’t know his business. If the cus- 
tomer can’t decide what she wants, that again is our 
business, we probably didn’t show her the right mer- 
chandise. 

“When we ask, ‘Isn't it the case that lots of times 
you have taken shoes home on approval simply be- 
cause the salesman didn’t take the* trouble to help 
you find what you wanted or failed to take the time 
necessary for a proper fitting?’ In the majority of 
cases the customer replies in the affirmative and that’s 
all there is to it. After this affirmative, the salesman 
drops the subject and suggests a matching bag. 

“Approvals represent. the greatest single evil in the 
shoe business today, and there’s absolutely no need 
for it. If you hire good shoe fitters and train them 
in how to sell the NO APPROVAL idea, you've licked 
the whole problem at the start. Forget about tom- 
petition on this matter. We have—and it hasn’t hurt 
us in the least. 

“If you'll take the trouble to stop and figure out 
what returns cost you in a year—in extra labor—you'll 
stop them right now.” 


O. P. Ideator—“And I'm going to pass on that bit 
of good advice to the rest of the retail shoe business— 
right now!” 








no reason why the customer should 
buy my shoes instead of his. If I 
just show a picture of the shoe and 
the price, there’s. usually no reason 
why the customer will think that my 
shoes are a better buy. I’ve got to 
explain why my shoes are better. 
Sometimes, I even ask my customers 
—thore that I know well—why they 
buy my shoes. And their answers are 
often the basis for my future ads. A 
retailer must always remember that 
his customers know nothing—and ex- 
plain his merchandise.” 

* * *# 


1940 Advertising Analysis 

According to a recent report of pub- 
licity expenses of department and 
specialty stores, just released by the 
Sales Promotion Division of the 


August 9, 1941 


NRDGA, publicity expenditures have 
not changed appreciably during the 
years 1938, 1939 and 1940. 

For stores with annual sales under 
$500,000, total publicity expense last 
year was 3.54 per cent of sales, as 
against 4 per cent for 1939 and 4.59 
per cent in 1938. 

The breakdown Of the Publicity 
Dollar for 1940, not including radio, 
shows 60 cents for newspaper lineage, 
14 cents for total display, 10 cents 
for advertising payroll, 6 cents each 
for direct mail and “miscellaneous,” 
and 4 cents for production costs. 
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ust Gives the "Go Ahead" 


Signal for College Promotions and 
Regular Fall Business Is Expected to Start as 
Early as August 15th in Some Stores, Follow- 

ing Clearance of Summer Stocks. 


by ANNE R. DAVID 


EARLY August has been designated to 
give the go-ahead signal for promotion 
of college types of shoes by such stores 
as Saks Fifth Avenue, Franklin Simon 
and a number of the other Fifth Avenue 
stores. ; 

It has been noted by most retailers 
that the tendency in college footwear 
this season is more casual than former- 
ly; lower heels, softer shoes are the re- 
sult. Walk-Over, for example, is show- 
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ing several extremely soft and flexible 
shoes of this type, under the appro- 
priate name | “Easi-Gait.” Smooth 
leather, antiqued or treated with boot- 
maker finish, is expected to take the 
lead in these campus shoes, and sev- 
eral retailers feel that the campus boot 
in high colors—red, blue, tan—will 
enjoy popularity with this group of 
customers. 

It is also expected that the high rub- 


ber boot will sell, both for campus and 
town wear. One high style Fifth Ave- 
nue retailer is planning an early 
campus promotion on a shearling lined 
moccasin, calculated to appeal to the 
comfort-loving college girl. 

Other patterns which are expected 
to be popular are the monk, the modi- 
fied Norwegian, the moccasin, the man- 
nish oxford. All retailers we inter- 
viewed mentioned stitching as impor- 
tant, and both Geller and Walk-Over 
feel that thin braid, either to match or 
to contrast with the rest of the shoe, is 
a detail not to be overlooked. 

Heels are definitely lower, in keeping 
with the casual trend. Shoes for sport 
and campus wear are shown on heels 
around 13/8 to 14/8. For dress wear, 
stores are planning to show smart little 
shoes on heels around 17/8 and 18/8. 
One large shoe department has been 
promoting a soft, low-heeled cross strap 
pattern all through the Summer, and 
expects it to continue through the early 
part of the Fall season. 

Promotion of the regular Fall lines 
will follow from three to four weeks 
after the drive for campus business. 
Some stores will start even sooner. The 
middle of August was mentioned by 
Franklin Simon as the date for the be- 
ginning of this promotion. Hanan feels 
that promotion of regular Fall types 
will begin earlier than usual this year, 
because of the fact that, fearing scarc- 
ity of wanted types and leathers, as well 
as rising costs, most retailers stocked 
up on Fall shoes in advance of their 
regular buying period. 

For the most part, it is expected that 
black suede will be the leader in dressy 
shoes for early Fall wear. Some brown 
will enter the selling picture, and a few 
other colors such as Kona Red and 
green. Trimmed pumps, stepins, some 
sandals are the types which are ex- 
pected to head the lists. And Best and 
Company is already featuring dressy 
shoes in black Nylon, with bags to 
match. 

So it’s off to a quick start with the 
first Fall shoes in New York, and un- 
less the weather plays freakish tricks 
with a very hot September, most stores 
should find themselves with a bang-up 
season. Money is freer than it has been 
for some time, and not a little of it is 
going to adorn the feet of smart Amer- 
ican women. 


FOR the last week or so in July, the 
shoe story on Fifth Avenue was con- 
cerned mainly with sales. Everywhere 
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REWARD—FOR CHAMPIONSHIP PERFORMANCE 


Consistently a winner — Celastic's top performance as a 
box toe in all types of footwear is recognized by moker, 
merchant and wearer. 


Old enough to have established proof of its many fine 
features, yet so modern in idea and application that an 
increasing number of manufacturers are using Celastic 
to make Matched Pairs. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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No doeskin color is more pro- 
| N D | A motable than rich, deep India 


B R OW N Brown. All costume browns, 


beiges, golds, greens, blend 


D 0 ES K | N with this fashion-important 
744 color. 


This taupe tone is a recurrent 


B EAV E R fashion color, successfully pro- 


DOES K N moted by high fashion manu- 


facturers and retailers for wear 
with furs and monotone 


ensembles. 


STANDARD KID DIVISION 


209 South Street, Boston, Massachusetts 
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Higher Prices Asked for Army Shoes 


Even Low Bidders Hiked Prices Higher Than Contract Bids a 
Year Ago—Awards Made on Leather and Composition 
Soled Shoes and on Lasts 


Boston, Mass.—The price trend of 
army service shoes continues upward. 
Higher prices than those at which con- 
tracts were awarded late last June were 
asked by twenty-six shoe manufacturers 
who, on July 30, submitted bids on 1,- 
000,008 pairs at the local Army Base. 
Prices asked by low bidders on shoes 
with leather soles were six to seven 
cents a pair higher than the prices at 
which the army bought these same 
shoes late last June. The asking price 
on shoes with composition soles ranged 
from 12 to 17 cents per pair higher than 
at the time the last awards were made 
and were higher, even, than the prices 
at which the army bought more than 
half a million pairs of leather-soled 
shoes not much more than thirty days 


ago. 
At that time the army awarded con- 
tracts to make leather-soled shoes at 
from $3.29 to $3.51 per pair. Low bid- 
ders on July 30 asked from $3.35 to 
. $3.58 for the same shoes; and whereas 
the army bought its last lot of composi- 
tion-soled shoes at from $3.225 to $3.36 
per pair, the July 30 bidding revealed 
asking prices ranging from $3.35 to 
$3:.53—and one manufacturer, in a let- 
ter written after his bid on composi- 
tion-soled shoes had been mailed, an- 
nounced that he had been informed by 
his source of supply that no composi- 
tion soles would be available. It was 
indicated that this seeming shortage 
would be investigated by Washington 
officials.- Bids were as follows: 
Leather-soled shoes—J. F. McElwain 
Co., Nashua, N. H., 36,000 pairs at 
$3.35 per pair. General Shoe Corpora- 
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tion, 40,000 at $3.48. Joseph M. Her- 
man Shoe Co., with discount of one- 
quarter of one per cent, 30,000 at $3.49. 
Ansin Shoe Mfg. Co., discount of one- 
quarter of one per cent, 40,000 at $3.49. 
Endicott-Johnson Corporation, 60,000 
at $3.51. International Shoe Co., 150,- 
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Market Situation Stimulates 
Interest in Style Conference 


New York — The Shoe Style Confer- 
ence, under the direction of the Na- 
tional Shoe Retailers’ Association, and 
the Showing of American Leathers by 
the Tanners’ Council of America, for 
Spring and Summer, 1942, will convene 
at the Waldorf-Astoria Hotel on Sep- 
tember 15th and 16th. 

In view of so many developments af- 
fecting the leather market and shoe 
prices, and possibly colors and designs, 
exceptional interest is being shown in 
the coming conference. 

L. E. Langston, executive vice-presi- 
dent of the National/Shoe Retailers’ As- 
sociation, and general chairman of the 
style conference, advises that prepara- 
tions are being made to have represen- 
tative speakers discuss subjects in which 
the industry is most interested, as well 
as to answer questions from the audi- 
ence. If is, therefore, believed that the 
meetings of the September conference 
will be of greater interest to retailers in 
perticular, than ever before, and a rec- 
ord attendance is anticipated. 

Anyone connected with the shoe and 
leather industry is cordially invited to 
attend end participate in the various 
meetings during the two-day conference. 


SATURDAY ®* 
AUGUST 9, 194! ° 


Rubber Footwear Industry 
Simplifies Lines 

New York—The Rubber Manufac- 
turers’ Association announces that the 
Rubber Footwear Division has adopted 
a program for the simplification of 
waterproof footwear lines which it be- 
lieves will be an important contribution 
in the conservation of crude rubber. 
The purpose is to provide the necessary 
crude rubber for defense needs and at 
the same time provide the maximum of 
waterproof footwear covering for civ- 
ilian requirements. 

Among the changes adopted are dis- 
continuance of colored goods, such as 
red, white and miscellaneous colors, 
confining production to such colors as 
black, various brown shades and olive 
drab. Also, changes in construction of 
rubber footwear will be made according 
to their value in contributing toward 
conservation. 

To supplement these methods in the 
simplification of lines, the rubber foot- 
wear manufacturers will also make in- 
dividual studies of more effective com- 
pounding methods, the elimination of 
unnecessary parts, the introduction of 
cloth-top styles as a replacement of all- 
rubber items and the discontinuance of 
individual styles of small or diminish- 
ing volume. 

The waterproof footwear manufac- 
turers holding membership in the Rub- 
ber Manufacturers’ Association pro- 
duce almost the entire output of these 
products. 


Award Shoe Repair Contract 


RockForp, lowa—Don Dennis, owner 
of the Economy Shoe Shop, has been 
awarded a government contract for 
repair of shoes for the Iowa district 
CCC boys for a six-months’ period. The 
repair work will amount to about $5,900 
in that time. 





Make Fall Windows Do a Selling Job 


[CONTINUED FROM PAGE 19] 


magazine pictures makes no difference, 
but show women how these shoe types 
closely follow the trends in the clothes 
they are actually buying to wear this 
Fall. These tailored types that have 
been so much discussed will be wanted 
not only by women wearing some sort 
of uniform, but by those in what we may 
call “civilian” callings, because, uni- 
form or “civvies,” when there’s real 
work to be done they will want shoes— 
styleful shoes—that give them real foot 
comfort throughout long days afoot. 
(See picture of uniforms in July 5th 
RECORDER—possible blow-up for back- 
ground.) 

The military theme has already ap- 
peared in numerous windows. These 
patriotic themes serve as tie-up back- 
grounds for both military types and 
Colonial themes. Eagles and stars and 
banners will appear still more often, 
but be sure they are accompanied by 
some specific facts pertaining to the 
shoes themselves if you go patriotic in 
your displays. 


Color Co-ordination 


There’s interest assured in color co- 
ordination—a promotion following the 
recommendations of the Textile Color 
Card Association. Golden tobacco, Rico 


brown, Kona red, Paniolo tan, Turftan, 
Bluejacket, and, of course, black. Show 
each color with the apparel colors that 
it accompanies—either in monotone or 
contrast. One way would be to have the 
shoe placed on a circle of the same color 
in the center of a larger round panel 
made up of color sections radiating 
from the center mat. A very simple 
way is to write the words “black, 
brown,” and so on, on a panel in colors, 
or fill in the colors on the sketched tops 
of paint cans, or cover cut-out Fall 
leaves with Fall fabrics as stands to’ 
hold appropriate shoes. Use descrip- 
tive adjectives such as “soot black,” 
describing black suede, and others. 
Group shoes to accent new details in 
design that you sponsor—the new de- 
tails on pumps, new tongues on ties, 
same on stepins, V-throat, D’Orsay 
and new side line in pumps—whatever 
the detail, accent it with group arrange- 
ments, or by calling attention to it on 
one of the individual description cards. 


Back to School 


Back-to-school promotions will stress 
shoe wardrobes covering campus and 
date wear, a complete outfit of suitabie 
footwear for every occasion, from the 
saddle, Norwegian, and kiltie, to the 





Fall Football Tie-Up 





One of the cleverest link-ups with the football game was that of the Hemphill- 
Wells Co., Lubbock, Texas. In fhe background were pennants of the Lubbock High 
School, and a small aeroplane, writing in letters of smoke, “Yea, Team!" Seated 
on a bench was a girl dressed for the football game, her legs crossed to better 
display her smart hosiery and shoes. Beside was a card upon which was printed 
in big letters "50." A gold diagonal streamer, extending nearly across the window, 
had printed upon it "50 yards to go—to our Shoe Department." Shoe boxes were 
piled in front, on each being shown one of the new Fall styles in ladies’ shoes. To 
make them even more attractive to the fair co-eds, each box was fied with ribbons 
of the school colors. 
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“date shoes.” August, and September 
issues of popular magazines for both 
men and women will tell what is right, 
what students will wear and what they 
are wearing—good opportunity for pro- 
motion tie-up at small cost in beth 
money and effort. 

Advisory groups chosen from among 
students are almost standard practice. 
Vary the idea: by having students in 
your town select shoe wardrobes which 
you can show with their pictures. For 
primary and high school popularity use 
background of blowups of photographs 
of local schools. 


Children’s Shoes 


In children’s shoes, the Fall season 
should definitely be a “Foot Health 
Period” in which stores, foot specialists, 
educators, health authorities and all 
others interested in child health should 
band together to see that children start 
back to school in shoes that are long 
enough. No need to get at all com- 
plicated in the campaign issue, simply 
stress in every possible way the impor- 
tance of enough length (and enough 
width) in shoes for growing feet, plus 
the fact that many a child’s feet out- 
grow shoes in as brief a time as four 
to eight weeks. After all the educational 
work that has been done, a survey made 
at a particular school in the metropoli- 
tan area revealed that 357 out of 458 
students examined were wearing shoes 
too short, and 245 were wearing shoes 
that were too narrow. The need for 
foot examination and shoe check-up be- 
fore going back to school is apparent. 
A cooperative movement by qualified 
stores is definitely needed. 

While new style themes are sure to 
be interesting, remember that sizes in 
staples mean more to the success of your 
store, and your cash register, than a 
big showing of newer novelties. Logical 
promotion themes are those that reveal 
the benefit of wearing your shoes, 
properly fitted. Stress the charm of 
graceful, well poised figure to girls, 
and the “stuff of champions” to Boys. 
Let locai heroes speak for the importance 
of good feet in athletic prowess. Get 
women leaders to emphasize the im- 
portance of poise and posture to girls in 
social as well as business life, plus the 
important place shoes play in it. 

Both styling and darker shades of 


brown reflect military influence in men’s _ 


shoes—good promotional themes—but 
the most important idea is to “swatch” 
the new styles (showing them with 
swatches of correct fabrics and colors). 
Not a new thought, but definitely a 
practical one. “Officer types”—strapped 
shoes and the soft toed bluchers— 
make good promotion. Moccasin seams, 
and wing tips on bluchers two other 
good themes. Play up flexibility in soles, 
soft uppers. But always stress the 
wardrobe idea, correct shoes for each 
occasion. And be sure to participate in 
National Men’s Shoe Week, Sept. 13-20, 
this year. 
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More Pairs to More People 


by W. G. HOUK 

Buyer at Robertson's, 
South Bend, Indiana i 
The dream of every shoe buyer is to sell more pair- 
age to the same customer, and to sell some pairs to 
other customers. This is a dream which can be made 
a reality by two frank policies: (1) contenting himself 
with popular price lines; (2) playing the style angle to 
create additional shoe seasons. 


A corner in the Robertson Shoe Department, 
South Bend, Indiana 


Every buyer knows the customer who pays $16.75 for 
a black basic number, good style, good value—and sum- 
marily retires from the buying bracket for the rest of 
the season. On an average income, she has spent for 
that one pair a proportionate share of her clothing 
budget logically allocated to footwear. 

Here at Robertson’s we make no bid for that customer. 
We carry a demand line, lightly stocked, in the $10.75 
price line, but our heavy volume is on such fast-m6vers 
as the $6.50, $6.95 and up to-the $8.75, with a $5 shoe 
for competitive selling. By this distribution of offerings, 
we are staying in the bracket where a girl or woman can 
fit her costumes, her occasions, and even her whims, 
without making herself unhappy over extravagance in 
a foot wardrobe. é 

Our seasons will run Spring, Summer, Autumn, Fall 


Advertised in 


LIFE 


SEPTEMBER 9 
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Some styles higher 


TWO NEW FALL PATTERNS 


which prove that custom character need 
not be expensive. Not the only reason, 
however, for the popularity of Taylor- 
Made shoes with dealers from coast to 
coast. National advertising . .. generous 
dealer helps. .. broad range of in-stock 
styles . . . the patented O-SO-EZ-E in- 
nersole .. . and a fifty year reputation 
for dependability and value combine to 
make Taylor-Made shoes profitable and 
popular. 


At the left, above, O-SO-EZ-E No. 5015 


A rugged, comfortable shoe of Martin's 
Imported Scotch Grain, the approved 
leather for British officers’ boots. 


At the right, O-SO-EZ-E No. 5016 


This smart shoe is made of water resistant 
leather, hand finished to a rich Burgandy 
brown. Non-skid rubber soles and heels. 


TAYLOR CORP., BOSTON, MASS 





_ Where 
To Buy 
\4 


Innersoles 





If customers’ good-will be your goal, 
Give them Newflex Innersoles. 





NEWFLEKX PIGSHKIN 


St. Louis Shoes 





Over 1000 styles to choose from. Fall shoes 
now ready. We're in our tenth year of 
successful dealer service. 


M. K. WEIL SHOE CO. 


1326 Washington Ave. ST. LOUIS, MO. 
Our Showrooms are Air Conditioned 











Riding Boots 


and CHILDREN 
ALSO 

JODHPUR & FIELD 
BOOTS 








Sublet Covers 
Western Territory 


Los ANGELES, CaLir.—H. A. Sublet 
is now traveling the Denver West ter- 
ritory for the Martha Washington 
(Milwaukee) and Sally Sweet (Auburn, 
Me.) lines. He has headquarters at 
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Dates to Remember 


Annual Outing Buffalo Shoe Retail- 
ers Association, Walker’s Grove, 
. N. Y. Angust 20, 1941 


Official Opening of American 

for Spring, 1942, Tan- 

ners’ Council of and 

N.S.R.A. Style Conference, Wal- 

dorf-Astoria Hotel, New York. 
September 15, 16, 1941 


Introduction of Spring Footwear 
Fashions of St. Louis Shoe Man- 
ufacturers Association, Hotel 
Commodore, New York. 

+ October 26, 27, 28, 29, 1941 


Shoe Manafacturers’ Spring Open- 
ing, Hotel New Yorker, New 
York. November 3, 4, 5, 6, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, 
Hotels Statler and Parker House, 
Boston, Mass. 

December 1, 2, 3, 4, 1941 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Ill. 

January 3, 4, 1942 


NATIONAL SHOE FAIR, Hotel 


Stevens, » Tl, 
January 5, 6, 7, 8, 1942 


Joint Annual Convention Texas- 
Oklahoma Shoe Retailers Asso- 
ciation and Southwestern Shoe 
Travelers Association, Texas 
Hotel, Fort Worth, Texas. 

January 11, 12, 13, 14, 1942 





the Hotel Hayward, this city. Few 
road men know their territory better 
than Mr. Sublet, since he has covered 
this section, carrying representative 
lines, for the past 36 years. 


Correction 


In the advertisement of the Lima 
Cord Sole and Heel Co., featuring their 
new safety treat, “Raw-Cord” soles and 
heels, on the inside back cover of the 
August 2 issue of Boor AND SHOE RE- 
CORDER, it was stated these soles were 
also made with “Gro-Cord” construc- 
tion. This statement was in error, as 
these soles are only made with the 
“Raw-Cord” construction. 


Fifth Avenue... 
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aid 

one went, stores and departments were 
cleaning their shelves of Summer 
stocks, making room for the early Fall 
shoes which have already been ordered. 
The stores have run prominent adver- 
tisements on these sale shoes and every- 
where the response has been good. 

Several of the stores have been doing 
a job all Summer long on Summer 
suedes—lightweight little shoes in a 
wide range of colors, with a surprising 
number selling in dark shades—navy, 








IN STOCK 


‘Baby Business 
Booming! 


All the baby goods markets 
are booming, reflecting the 
rapidly accelerating birth- 
rate of recent months. Shoe 
sales to youngsters reflect 
this trend—first the fabrics 
and soft sole for infants— 
now the sturdy, flexible 
walking shoes for the grow- 
ing youngsters. This trend 
offers an exceptional oppor- 
tunity to alert shoe retailers 
who appreciate the magic in 
the famous shoe name “Mrs. 
Day’s Ideals”—who stock 
this brand in 3 to 8 sizes as 
the foundation line of the 
juvenile shoe department. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 
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brown, black. These are dressy types, 
for the most part, with open toes and 
often open heels, punched through for 
coolness. Andrew Geller has promoted 
these for the second year, under the 
name “Punchinello,” and has sold great 
numbers of them. Many have frilly 
pompoms as throat ornaments. They 
have sold in V-throat elasticized pumps 
and in sandal patterns. Saks Fifth 
Avenue has also been selling these dark 
Summer types all through the season. 
And Walk-Over is selling them right 
now in an early promotion of dark 
suedes, mostly in black, but with some 
brown entering the picture. One shoe 
of this type which they are featuring is 
a plain elasticized pump—no ornament 
—in black suede, heavily perforated. 














Boot and Shoe Rec: rder 





Irving Drew Expands 

LANCASTER, OHIO—In an interview 
with a Boot AND SHOE RECORDER repre- 
sentative last week, George Utely, 
president of the Iving Drew Corp., 
said: “We have added 6000 square feet 
of floor space and are securing new ma- 
chinery for the purpose of taking care 
of our increased volume of business. By 
the rearrangement of our factory in 
addition to this new space, we will in- 
crease our production between 400 and 
500 pairs per day. This increased pro- 
duction will be on women’s fine welt 
shoes. 

“In the rearrangement of our fac- 
tory and this extra floor space, we have 
developed a new modern office and sam- 
ple room that is thoroughly air-condi- 
tioned, and by the use of fluorescent 
lighting, electricians say it is one of 
the best lighted offices in the state. 

“Drew Arch Rest business has been 
growing steadily for the past several 
seasons. While the increased business 
brought about because of the defense 
program has given us our share of in- 
creased business, yet we know that the 
greater part of the increased business 
that our factory is enjoying is because 
of the new ‘scientifically designed lasts 
that our shoes are being made over that 
is meeting with such favor among our 
dealers.” 


Award Contracts for 
Flying Cadet Shoes 


Boston, Mass.—Four Massachusetts 
firms have been awarded contracts to 
make 26,388 pairs of tan oxfords for 
use in the flying cadet corps, it has 
been announced at the local Army Base. 
These shoes, with side leather uppers, 
take the place of the calfskin shoes for- 
merly issued to men in the flying ser- 
vice of the Army. They are identical 
in specification: with the garrison shoes 
to be provided in the future for the 
regular Army. The contracts to make 
this lot of shoes were awarded follow- 
ing informal bids opened recently. 
Awards are: 

M. A. Packard Co., Brockton, Mass.. 
3000 pairs at $3.18 per pair; Conrad 
Shoe Co., North Abington, Mass., 
11,059 at $3.25; Curtis Shoe Co., Marl- 
boro, Mass., 8096 at $3.28; and J. M. 
Connell Shoe Co., South Braintree, 
Mass., 4233 at $3.32. 


Allied Products Show, 
September 14-16 


New York—Looking ahead the com- 
ing Spring Season looms more impor- 
tant than ever before. Not only will 
shoe manufacturers be concerned with 
fresh, new style treatments in shoes for 
Spring, but problems of deliveries and 
prices on the many kindred products 
going into shoes, will come in for much 
increased attention. 

Profitable planning for the advance 
season will mean greater activity by 
nanufacturers in contacting exhibitors 
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in the coming Ninth semi-annual Allied 
Shoe Products and Style Exhibit—a 
highlight event for ber. 

As usual, the Allied Show will be 
held at the Belmont Plaza Hotel in New 
York City. An impressive array of 
new shoe styles, trims and ornaments, 
processes, lasts, etc., by the outstanding 
allied trade group will be on display 
to the trade during the three-day show 
period, from Sunday until Tuesday, 
September 14, 15 and 16. 

The steady growth of the Allied 
Shows has played an important part in 
the leadership of American shoe fash- 
ions. Style trends for Spring will re- 
ceive a further impetus as the result 
of the coming show. Under the direc- 
tion of A. C. Reuter, steady improve- 
ment has been made in the interest and 
effectiveness of these semi-annyal styl- 
ing events. Show headquarters are 
maintained in Room 425, Marbridge 
Building, New York City. 


Carl Ganter Joins Stetson 
Sales Department 


SoutH WreyMouTH, Mass.—Car! Gan- 
ter has joined the,sales department of 
the Stetson Shoe; Company, South Wey- 
mouth. For many years he has been 
connected with the Hunt Rankin Leath- 
er Company and has had considerable 
experience in the shoe business. He 


CARL GANTER 


was one of the first to see the sales 
possibilities in reversed calf and was 
largely responsible for the development 
and use of this leather in high grade 
shoes. He is well known by retailers 
all over the country. 

Mr. Ganter will devote his time to 
selling the various lines of men’s shoes 
manufactured by the Stetson Shoe 
Company. For-over fifty years this 
company has specialized on the manu- 
facture of high grade shoes, under the 
brands, Stetson, Arnold and Banister. 





Get Ready for 
Back-to-School 
Business 


If you want a bigger share of 
the early Fall “School-Shoe” 
business, now is the time to 
make your plans. Your store 
or department, equipped for 
X-Ray Fitting, convinces 
parents of your desire and 
ability to protect and pro- 
mote their children’s Foot 
Health and Comfort. 


Shoe merchants who have fea- 
tured X-Ray Fitting for years, 
say that its greatest value 
lies in the correct, scientific 
fitting of children’s shoes. It 
can help you to build a more 
profitable volume in children's 
business, too, start- 

ing this Fall, if 

you act promptly. 





You needn't increase your 
Invested x her Shee one cent 
to buy #5 x- Fitter! 
he how and why. But 

PA insure deliv- 
fore school opens. 
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SHOE FITTER ‘ac. 


3533 NORTH PALMER STREET 
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Soles and Heels 
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LITHOX CORD SOLES 
AND CORD HEELS 


SQUARE CORD SHEETS 
No Spread, No Curl, No Bulge 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 
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The Flexibility sure is swell, 
Let’em wear them, Time will tell. 


NEWFLERX PIGSKIN 
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Workshoes 
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TENS E BOYS” WORK SHOES 


ROBERTS-HART, INC. 
KEENE, N. it. 











Soft Pedal for Flyers 


There are many interesting items re- 
lated to all fields that without the stim- 
ulus of national interest such as has 
been brought about by the defense pro- 
gram, would never be noticed. Such is 
the case of the two flyers on Page 15, 
if this issue. 

*Seems that modern high-speed planes 
have foot controls so sensitive to touch 
that many flyers discard their shoes 
while in flight so that they may be bet- 
ter able to get the “feel” of the ship. 
Stocking feet are not unusual, but many 
flyers prefer moccasins. 

Shown in the photo is Flying Cadet 
Connor Montgomery, of Oklahoma, be- 
ing handed his moccasins by Flying 
Cadet Sanford Price, of Nebraska, be- 
fore taking off from the field at the 
Rankin Aeronautical Academy, U. S. 
Army Air Corps’ primary training 
school, at Tulare, Calif. 

Maybe a new promotion slant for 
manufacturers and retailers of moc- 
casins. 


Higher Prices Asked 
For Army Shoes 
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000 at $3.52. Charles A. Eaton Co., 
with discount of one-quarter of one per 
cent, 150,000 at $3.525. Brown Shoe Co., 
150,000 at $3.54. R. P. Hazzard Co., 
48,000 at $3.55. A. R. Hyde & Sons Co., 
25,000 at $3.55. Moose River Shoe Co., 
50,000 at $3.56. Craddock-Terry Shoe 
Corporation, 36,000 at $3.56. Shelby 
Shoe Co., 35,000 at $3.56. Leonard & 
Barrows Shoe Co., 36,000 at $3.565. 
Daly Bros. Shoe Co., 50,000 at $3.565. 
Hubbard Shoe Co., discount of one- 
quarter of one per cent, 50,000 at $3.58. 
E. J. Givren Shoe Co., discount of one- 
quarter of one per cent, 50,000 at $3.58. 
Allen-Squire Co., 36,000 at $3.59. Han- 
over Shoe Co., 25,000 at $3.59. Hill 
Bros. Shoe Co., 25,000 at $3.59. Hol- 
land-Racine Shoes, Inc., 50,000 at $3.59. 
Weyenberg Shoe Mfg. Co., 50,000 at 
$3.595. W. L. Douglas Shoe Co., 25,000 
at $3.60. William Brooks Shoe Co., 
Nelsonville, O., 25,000 at $3.61. Belle- 
ville Shoe Mfg. Co., discount of one- 
quarter of one per cent, 25,000 at 
$3.625. Cannon Shoe Co., discount of 
one-fourth of one per: cent, 36,000 at 
$3.70. 

Composition-soled shoes — Endicott- 
Johnson Corporation, 60,000 at $3.35. 
Moose River Shoe Co., 25,000 at $3.36. 
Brown Shoe Co., 150,000 at $3.36. In- 
ternational Shoe Co., 150,000 at $3.36. 
Allen-Squire Co., 36,000 at $3.37. Shel- 
by Shoe Co., 35,000 at $3.56. A. R. 





“Blackout Boots”’ 


New York — Busy Forty-Second Street 
strollers stopped in their tracks recently 
a? the sight of a sign in a shoe store 
window displaying a pair of white shoes 
created fo make walking “safe” in 
blackouts. “We hope we never have to 
sell these blackout boots—but if we 
need them it's nice to know Adier Shoes 
has them" the sign read behind a silh- 
outted skyline of Manhattan. The reer 
of the white shoes have V-shaped auto- 
mobile-type reflectors built into them— 
an idea, Jesse Adler, president of the 
shoe chain, claims he got ducking cars 
while walking along darkened country 
roads. 


THE BASS 
“RANGER 





Bur before that it goes hunting, where 
its double construction keeps a pair of 
feet dry and comfortable. And even be- 
fore that, it rings up a good sale on 
some dealer's cash register. Don't over- 
look the possibilities of extra profits in 
the nationally advertised line of Bass Out- 
door Footwear. If you have no Bass cata- 
log, a card will put one in your 
hands. Order now for plus sales this fall 
and winter. G. H. Bass & Co., Dept. 
BS-1, Wilton, Maine. 


BASS MOCCASINS 








Hyde & Sons Co., 25,000 at $3.40. Daly 
Bros. Shoe Co., 50,000 at $3.415. Hol- 
land-Racine Shoes, Inc., 50,000 at $3.42. 
Leonard & Barrows Shoe Co., 36,000 at 
$3.42. Charles A. Eaton Co., 150,000 
at $3.43. Craddock-Terry Shoe Corp., 
36,000 at $3.43. Hubbard Shoe Co., 50.- 
000 at $3.45. E. J. Givren Shoe Co., 
50,000 at $3.47. Hill Bros. Shoe Co., 
25,000 at $3.47. Weyenberg Shoe Mfg. 
Co., 50,000 at $3.49. Belleville Shoe 
Mfg. Co., 25,000 at $3.495. Cannon Shoe 
Co., 36,000 at $3.53. 

As the result of bidding on July 23, 
the following companies have been 
awarded contracts to make a total of 
14,000 pairs of lasts of the type over 
which army service shoes are made: 

Arnold Bros. & Co., East Weymouth, 
Mass., 5,000 pairs at $1.59 per pair, 
Norton Last Co., Inc., Cincinnati, 2,500 
at $1.613. Western Last Co., St. Louis, 
5,000 at $1.62. Vulcan Corporation, 
Portsmouth, Ohio, 1,500 at $1.65. 


Brownsten Back at Work 


It was reported in the July 12 issue 
of Boot AND SHOE RECORDER that Ed- 
ward Brownsten of the May Company, 
Baltimore, Md., was suffering from a 
heart condition. Mr. Brownsten was 
taken ill in Boston some time ago, but 
upon returning to Baltimore, was found 
to have no heart ailment. He is at pres- 
ent back at work. 
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Color Fall Windows 


with Decorative 
Display Cards 








6 Doz.—$1.10. 12 Doz. 
—$2.00 
With Store Name 
Imprinted 
100 tickets—$3.00 
200 tickets—$5.00 
Cheek with order please, un- 
less C.0.D. preferred. 


DISPLAY CARDS 
Each month, 14 infor- 


mative and forceful : 
appropriately designed L- 

ca 

Detailed Information on Monthly Service at Your Request. 
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209 SOUTH STATE STREET ® CHICAGO, ILLINOIS 
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More Pairs to More People 
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and Holiday. We do very little with cruise wear spe- 
cialties. No, our typewriter did not stutter when we 
wrote Autumn and Fall. Autumn is a big season with 
us. At this period we service college students and de- 
parting teachers whose shoe wardrobes are often com- 
pleted before school term opens with its diverse demand 
of campus, sports, formal and casual wear. 

We must make our customers style-minded for shoes. 
The department is fully blonde. It is in fact a stream- 
lined prima vera salon with aqua leather seats and a 
dusty rose wall-to-wall broadloom carpeting. Four full- 
length mirrors add appeal and glamor. One display 
alcove is walled with a quilted brown suede, and tones 
up the shoes there displayed. . 

Though the department is large, our salesroom is 
small and intimate like a specialty shop. We operate 
from hidden stock. Even the prosaic and necessary cash 
register and wrapping desk are inconspicuously located 
in an alcove at the entrance to the stock room. In this 
way, the mechanics of selling cannot detract from sell- 
ing emphasis upon the new style-right merchandise 
itself. 


We are in market once a month at least, to watch 
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BEAUTIFULLY-MADE Spectator 

Oxford, snug-fitting, medium 
heels, tailored on combination 
lasts. With the new exclusive 
“Floating Insole” for full flexibil- 
ity. With Bellaire’s exclusive 
cushion comfort features. In Black 
Suedeand Alligator, Brown Suede 
andAlligator, in Mat Kid and Pat- 
ent Trim. A smart shoe, but more, 
an extremely comfortable one. 


THE 


“BRITISHER” 


AAA wC 
rears aT $500 


Write for Fall 1941 Catalog 
of In-Stock Styles 


E SHOE COMPANY, PORTLANI 


4 Ww 


trends. Smart shoes are bigger with us than funda- 
mental shoes. An initial order with us may be a 30-pair 
run; the second order triples this. By a weekly recap of 
pairage we know, without guesswork, what is selling. 
Reorders are not markdowns; fast movers we protect 
with heavy inventory on proven styles and peak size 
requirements. 

Located as we are on an apparel floor, we make the 
most of low display tables leading into our salon, so as 
to draw in the impulse buyer. In advance of each season 
we promote casuals, colors, the spectator type pump, 
play shoes, so that shopping women and girls shall list 


the newest release as a “must” in their shoe wardrobe. 


Nunn-Bush to Erect Addition 


Epcerton, Wis.—An addition to provide 5,200 addi- 
tional square feet of floor space is being erécted to the 
local plant of the Nunn-Bush Shoe Co., Milwaukee, at a 
cost of about $16,000. Production at the local plant 
has been stepped up by one-third since Jan. 1, according 
to Superintendent Peter Waraxa, and the factory here 
is turning out 2,650 pairs of shoes daily and employing 
some 325 workers. Upon completion of the new addi- 
tion, it is expected to employ about 20 more persons and 
increase production to about 3,000 pairs a day. 
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STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 











The C. A. Haines 
Shoes for Children 


IN STOCK 


igned 
leather. Write for Cata- £2104 


log. White Etk 
SUPERIOR SHOE CO., 


508 S. Peoria St. 
alse carried in stock by 
American Shoe Co., 
251 W. Jefferson St., 


Cowboy Boots 
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“Standard of the West Since 1879" 


COWBOY BOOTS 


Folks are ‘‘Going 
Western,” and your qual- 
ity trade will demand the 
original Justin Cowboy 
Boots. Put these Justin 
style leaders in your stock 
and watch them sell at a 

nice profit. 

Write for Cata- 

log and prices. 


. JUSTIN & SONS, Inc. 
FORT WORTH, TEXAS 








Isadore Gottlieb 


PHILADELPHIA, Pa.—Isadore Gottlieb, 
president of the Ideal Shoe Company, 
of this city, died recently at the age of 
49. Mr. Gottlieb was active in whole- 
sale shoe circles of Philadelphia for 
several years, his firm having been the 
exclusive sales agents-for a number of 
prominent manufacturers. 


What Can Be Done—Without 
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panama straw for the upper and a syn- 
thetic material for the sole. This kind 
of material makes its possible to have 
a thin sole. Most of the models at pres- 
ent, during the Summer months, how- 
ever, have thick platform sdles of wood 
or cork. Wedge and carved heels are 
popular. 

A small amount of leather for uppers 
is still available. Kidskin, for instance, 
is unrestricted for shoe trimming, for 
belts and bags. The bags, however, are 
still extremely expensive and few belts 
are being made of this leather. Uphol- 
stery tape is being used for hat bands 
and trimming. 

Custom made shoes, such as we have 
sketched here, may cost as much as 
1000 francs. One high fashion bottier 
charges that price, but, since his pre- 
war price was 800 to 900 francs, this 
does not seem to be a great increase. 
Shoes in the average run of stores cost 
around 250 francs. Of course, chang- 
ing conditions may, at any time, bring 
entirely different prices. Speaking of 
stores, Mrs. Appo reports to us that 
some of the big stores, such as the 
Galeries Lafayettes, have shut off whole 
sections of the building. 


General Shoe Transfers 
Activities of Sewanee Division 

NASHV:LLE, TENN.— The General 
Shoe Corporation announces. that ali 
activities of its Sewanee Division have 
been transferred to Cowan, Tenn. Here- 
tofore, the sales, stock, shipping, pur- 
chasing, and credit departments of this 
division have been handled through the 
Atlanta Office, but its rapid growth has 
made a complete and separate organi- 
zation necessary. All these departments 
have now been transferred to Cowan, 
and all business of the division is now 
being conducted from that point. 

A large, new, concrete warehouse ad- 
joining the factory at Cowan has been 
constructed, and Fall shipments are be- 
ing made from that point. 

The factory at Cowan was started in 
the Spring of 1939. It is a modern, 
concrete building, equipped with the 
latest and most up-to-date machinery, 
with a capacity of over 4000 pairs 
daily. 

This division will continue to oper- 
ate as a part of the southeastern sec- 
tion of the company, of which C. W. 
Butler is general manager. Fred E. 
Thomas, who has been sales manager 
of the Sewanee division since its start, 
has been made general manager at 
Cowan. 





Presents Gift to American Legion Post 


Jack Squire, center, who represents |. Miller & Sons, was snapped during the 
presentation of two display cases to the members of the Corporal Charles Miller 
Post No. 1188, American Legion, in Long Island City, N. Y. The post consists of 
employees of the concern. Commander Harry Linden is shown above thanking 
Mr. Squire for the gift which will house the colors and arms of the Post. Left to 
right: Jack Steinfeld, Jack Squire, Harry Linden, Errol Williams. The fifth annual 
dinner and installation of newly elected officers was held August Sth in the Miller 
restaurant. All Queens County officers were invited, as well as Miller executives 
whe were in town on that date. More than 175 persons attended. 
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He Lives a Life of Shoes 
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ping business experiences across the 
luncheon table with colleagues from 
other Chicago shoe stores and depart- 
ments. 

You have to love the shoe business 
to make anything of it, in Burg- 
stahler’s opinion, and when you love it 
you study it and live it. That has been 
his method of meeting and building the 
retail shoe business ever since he en- 
tered it as a boy of 16. But his great 
love for the business did not make his 
rise to the top any easier. It all came 
the hard way, beginning with a job as 
stock boy dusting boxes for the mag- 
nificent sum of one dollar a week in the 
back room of a shoe store in Grand 
Rapids, Mich. But it was there that he 
got the feel, smell, and literally, the 
taste of shoes and of leather into his 
blood. After several years he was made 
a window trimmer and at this job 
learned the pride of showing and dis- 
playing shoes. 

And then he took his place at the 
fitting stool where he absorbed the ap- 
preciation of quality in footwear and 
learned the importance of serving a 
customer to her permanent satisfaction. 
And this, as he learned it in the begin- 
ning, plus years of experience, long 
hours, and hard work, remains the 
fundamental basis of his entire retail 
business. 

He early learned to love the fitting of 
problem feet and the harder the prob- 
lem, the better he liked it. Within a 
few years, the enterprising young sales- 
man tucked his fitting stool under his 
arm and set out in search of greener 
pastures. He found both greener pas- 
tures and more problems at. Marshall 
Field & Co., in Chicago, where he 
worked for a time as a salesman in the 
special order and corrective depart- 
ments. In 1914 he again moved his fit- 
ting stool, for the last time, to F. E. 
Foster & Co. 

With this firm he progressed from 
salesman to assistant manager, vice- 
president, manager, and to his present 
position as president. Because time was 
never considered in serving a customer, 
Mr. Burgstahler always had a large 
personal following and now prides him- 
self on serving the third generation in 
many families. Through all the years, 
as Mr. Burgstahler himself expresses 
it, his love for the business “continued 
to grow and the more it grew the harder 
I studied. I’m still studying and still 
learning and expect to go on doing so 
for-a long time. This love and study 
goes hand in hand with seeing the 
shoes bought, watching them displayed, 
seeing them perform. Coupled with this 
is the joy of watching daily new de- 
velopments in the craft.” 

It is this constant living with the 
business, furthered by a careful study 
of Boot AND SHOE RECORDER and other 
trade papers and sources of reliable 
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information that leads to success in the 
shoe business, in his opinion. He be- 
lieves that the greatest problem in the 
business today is the education of the 
retail shoe salesmen who need a thor- 

background in shoe merchandis- 
ing and distribution. They also need to 
understand and cooperate with the 
trends in consumer education, he finds, 
and points to a need for a good back- 
ground in all of these so that they might 
all meet on common ground at the fit- 
ting stool. 

Lack of training, he points out, goes 
back into the schools which. have no 
vocational or special training classes de- 
voted to shoes or shoe merchandising. 
“If boys could get some fundamental 
training in shoe merchandising and dis- 
tribution plus a good college education, 
we should have a good supply of the 
kind of timber greatly needed in the 
shoe business. It is a problem which 
shoe merchants and shoe retail organi- 
zations in various communities would 
do well to study.” 

That Mr. Burgstahler practices what 
he preaches ‘is’ evidenced in his own 
store, where meetings are held once a 
week. These most definitely are not 
pep meetings, but open forum sessions 
in which all phases of Foster’s own 
shoes and shoes in general are dis- 
cussed and analyzed. 

Mr. Burgstahler advises a young man 
entering the shoe business for the first 
time to become part and parcel of the 


organization for which he works. He 
firmly believes that no one can learn 
to sell shoes correctly until he serves 
for a time in ihe stock room and learns 
his merchandise, followed by a study 
of every phase of the business. “After 
all,” he points out, “selling a pair of 
quality shoes today is comparable to 
selling a Cadillac car. You have to know 
your merchandise to do a real job of 
selling.” 

Although the shoe business is definite- 
ly more complex today than it was five 
years ago, Mr. Burgstahler believes that 
the opportunities are greater than ever, 
and much more so than when he first 
started out. He points out that women 
are easier to fit because there are better 
shoes made for them and because the 
salesman has a much wider variety of 
sizes to offer her, a variety which in- 
cludes quads, quints, and triples. Wo- 
men’s feet are consequently much better 
because of correct fitting, and the wo- 
men themselves, because of their zest 
for consumer education, are much better 
informed and much better prepared to 
buy shoes intelligently. 

Mr. Burgstahler as president is ad- 
mittedly a very busy man. He worked 
hard when he was starting out in the 
business, but he works much harder to- 
day, even though he has passed the 
stage where he dusts boxes and wres- 
tles with display cases. The children’s 
shoe department, where the firm keeps 
as careful a check on its young cus- 
tomers as do their doctors or dentists, 
is probably one of his best loves. He 
spends a lot of time there and on 
the floor generally. His reason?—“l 
wouldn’t have any fun if I didn’t.” 





Masculine Atmosphere in Men’s Shoe Shop 


Minneapolis, Minn.—BOB'Shoes, an exclusive men's shop at 613 Marquette Avenue 

South, is situated in a locality central to office buildings, banks and finaacial houses. 

it Is distinctively masculine in atmosphere, with knotty pine interior walls and 

modernistic leather upholstery on copper finish wood chairs. Shelving is placed in 

an L-hape to make the shop appear wider. The store is owned and operated by 

Bob Berenson, assisted by Al O. Johnson, both of whom have had long experience 
in the men's shoe business. 
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SALESMEN WANTED 


FOR SALE 


HANDBAGS 





' EXPERIENCED shoe salesman with estab- 

lished territory to sell retail trade in New 
York City and Connecticut. General lines. Fair 
drawing against commission. Address $245, care 


Boot & Shoe Recorder, 100 East 42nd Street. 


New York, N. Y. 





T HE ELASTIC HEALTH SHOE LACE. 
“It Stretches.” New! Different! Amazing! 


Side line. Ladies and men. ANCO LABORA. 


TORY, CANTON, OHIO. 





POSITION WANTED 


AGGRESSIVE retail Shoe Salesman desires 
Proposition on Pacific coast. Thorough 
knowledge of tuying, managing and promoting. 
At present employed. Married. Address $224, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








MERCHANDISE MANAGER for Chain of 

Shoe Stores or Departments. Twelve years’ 
experience in retail management; excellent ref- 
erence on request. Address $249, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
» York, N. Y. 





GGRESSIVE Store or Department Manager 
desires connection with a future on Pacific 
Coast. Thorough knowledge of buying, mer- 
chandising and promotion. At — employed. 
Married. Address $243, care t & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





CAN you use active assistant buyer who has 
been associated with outstanding department 
store doing over million dollar volume? Have 
satisfactory record as capable and willing ex- 
ecutive. Address $244, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





P OSITION WANTED by young man 34 years 
of age; 12 years in the shoe business 
Thoroughly experienced in buying, selling sales 
promotion, windows and personal training in 
popular priced family shoe store selling 
at $6.00. Capable of selling in upper brackets, 
also. Prefer Ohio or Indiana. Address £248, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





FOR SALE 








Three well established shoe stores, one in 
Northern Indiana, one in Southern and one 
in North Central “~~ = sale individ- 
ually or as a group. Business has been built 
up by manufacturer on wbigh grade nationally 
advertised lines of men’s and women's 
retailing at $6.50 to $12.50. Volume around 
$30,000.00 in on store. Can be had on 
favorable term 

Address Box 246, BOOT AND SHOE gugpaces 

00 E. 42nd St., New York, 











CONSIGNMENT— 


HANDBAGS FOR CONSIGNMENT 
Bi... hy ona FOR $1.00 TO $2.00 


aes LBL og eereene ise ter tell aetene details. 


NEW YORK LEATHER GOODS 
300 W. Adams St., — mM. 
DEARBORN 0688 





REBUILT Adrian X-Ray Shoe Fitter. Brand 

new $125 tube, latest type green fluores- 
cent screen, new wiring throughout and all 
obsolete parts replaced with modern efficient 
equipment. Cabinet in renewed condition. Lab- 
oratory tested and same guarantee as new ma- 
chine. We know our business and warrant new 
machine performance. Only $295 f.o.b. factory. 
apy A X-Ray, 20 N. Wacker Drive, Chicago, 
i. 


ROFITABLE shoe store, Nationally adver- 

tised brands. Good lease. Bus corner, cen- 
tral location. Walter Greenbaum, Warren 
Building, Michigan City, Indiana. 








FOR RENT 


FOR RENT, desirable space in modern ready 
to-wear shop for shoe department. Excellent 
location. Write Murray’s, Rock Hill, S. C. 








WANTED TO PURCHASE 


W ANTED TO PURCHASE: Used Fluoros- 

copic X-Ray shoe fitting machine. Apply 
Hirst, 205 West 88th St., New York, N. Y. 
Phone Schuyler 4-7700. 








CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8S. Sr@ St. Philadeiphia, Pa. 
Phone Lomba 2062 











Retail shoe store in Large Northern 
Ohio City doing $60,000.00 a year in 
women’s medium and high grade 
shoes. Well known nationally adver- 
tised lines. 8% lease. Long established 
business, could be substantially in- 
creased by aggressive owner-manage- 
ment, Will make attractive terms. 
Box a BOOT AND SHOE —e 
100 €. 42nd St., New York, WN. 








SHOE STORES WANTED 


Men’s, 


BARIS SHOE CO., as. 
79-81 Reade St., New Y¥ 





CAPITAL TO INVEST 











CAPITAL AVAILABLE 


The sponsor of this advertisement is 
planning to withdraw his capital from 
the shoe manufacturing concern which 
he has been connected with for several 
years and is desirous of securing a 
working interest in a moderate priced 
factory that is producing women’s 
fancy slippers and play shoes. He can 
invest a moderate amount of capital in 
this business, is a recognized creator of 
good styles and has a large personal 
following amongst leading buyers 
throughout the country. Best of ref- 
erences furnished and required. For 
further particulars, address 


Bex 250, BOOT AND SHOE RECORDER 
100 East 42nd Street, New York City 








BUSINESS OPPORTUNITY 











ENGLISH SHOE DESIGNS 
Offered to American Shoe Manufacturers, 
Original, Exclusive, English Footwear 
Designs of Outstanding Merit & Appeal. 

B. E. COOPER & CO., LTD. 
Australia House, London, England. 








WANTED TO PURCHASE 

















Unusual references on - 





BUYERS OF 


MANUFACTURERS—RETAILERS 
STRELUS STOCKS 


ee SS Se ate 2 ae ae ead. 
” Write, wire or phone. 
ARSH & CEASAR 


B 
19 N. Fourth St. Philadeiphia, Pa. 
Phene Warker (808 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
ews Advertisements for this page must be in our New York office on Friday of the week preceding publication. -wa 








Boot and Shoe Recorder 


























WANTED TO PURCHASE 


MERCHANTS NEEDS 











SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit our new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








even | Sopan 
Jobs” 


so Reade — Cor. Charckh 
Phone Barclay 17-7887. New York City 














MERCHANTS NEEDS 





TALAY IIE 


Alter Shoe 


Kc = 


€ 
\. 


4024 Verdant S$t., Los Angeles, Cal. 








Employees Rewarded for 
Safety Record 


NortH Rocuester, N. H.—On Satur- 
day, August 2, the Spaulding Fibre 
Company gave the employees of their 
three Eastern mills, the Box and Can 
Department at Rochester, and the Shoe 
Counter Department at North Roches- 
ter, a picnic at Wolfeboro, N. H., as a 
reward for their safety record. At that 
time they were given the use of a yacht 
on Lake Winnepesaukee throughout 
the day, also a turkey dinner. The 
Counter Department has made a rec- 
ord of 1,744,550 hours without a lost 
time accident. 

All the Eastern factories of the com- 
pany lead all industrial plants in the 
State of New Hampshire on a safety 
record of no lost time accidents at the 
present time, and are among the head 
of the list of all companies in the New 
England States. 


Shoe Store Plans Move 


Miami BEACH, FLA. — Rothman’s, 
handling high grade women’s shoes, is 
closing out alk stock at their 827 Lin- 
coln Road shop. In October they will 
relocate and occupy the shop next to 
Saks Fifth Avenue at 719 Lincoln Road. 


August 9, 194! 





Issue Bowling Shoe Catalog 


CHicaco, ILt.—Evidence of the in- 
creased emphasis being placed on bow!l- 
ing shoes, is seen in the new edition of 
a catalog issued by Rube Metz of Metz 
Shoes, here. More than 15,000 copies of 
this catalog are now being distributed. 

The catalog features the importance 
of good shoes to success in bowling 
through a slogan: “Take Your Mind 
off Your Feet and Put It on Your 
Game.” 

The shoes, which are offered in five 
different widths, feature special steel 
shanks to help support the arches, air 
vents at the arches for ventilation, and 
combination narrow heels which fit 
snugly around the ankle. A wide se- 
lection of different type shoes and ball 
carrying bags is offered. 

In addition to direct mail promotion, 
bowling shoes are given additional pub- 
licity through a new sign, “Metz Bowl- 
rite Shoes,” recently installed over the 
door. 


Michaels Acquires 
Ownership of Kohn Store 


MIAMI, FLa.—Harry B. Michaels has 
recently acquired the interest of J. J. 
Kohn in the Dr. Locke Shoes of Miami, 
Inc., 312 E. Flagler Street, here, and 
will operate the business himself. 

Mr. Michaels has had many years 
experience in the orthopedic field. For 
13 years he was manager of the Weis- 
berger Arch Built Shoe Company in 
New York and was later a member of 
the firm of Rosenwasser and Michaels, 
in Brooklyn. 


Ansonia to Open 
In Philadelphia 


PHILADELPHIA, PA,.—. The Ansonia 
Shoe Stores will shortly open a smart 
shop in Philadelphia’s “Building of To- 
morrow,” Chestnut Street at 12th. 
Fully air-conditioned, the new store will 
afford parking facilities to patrons. The 
new stores have a modern garage on 
the upper floors with ramp entrance on 
the rear street. Ansonia customers will 
be able to drive up to the garage en- 
trance, leave their cars for attendants 
and walk right into the shop. Reduced 
parking charges will be available for 
customers. 





WIZARD 
ARCH BUILD 


HAVE HELPED 
THOUSANDS 





. foor sufferers, | 
mean ... but that goes 
for shoemen, too. For, 
after all, your store's prosperity depends so 
much upon the service you render and the 
foot comfort you give. The patented Wizard 
principle of overlapping pockets and inserts 
makes it possible for you to offer profitable 
foot relief to your trade with an amazingly 
small stock investment. Your mark up 100%! 
Write for details to Trimfoot Co., 4060 Forest 
Park Bivd., St. Louis, Mo.” 


WIZARD ARCH BUILDERS 





Obituaries 


Linus H. Shaw 


BrockTon, Mass.— Linus H. Shaw, 
shoe machine inventor and founder and 
treasurer of the Acme Heel Co., of this 
city, died recently at the Goddard Hos- 
pital at the age of 89. Funeral ser- 
vices were followed by burial in the 
Melrose Cemetery. 

Mr. Shaw was born in Raynham. 
As a boy of 14, he worked in several 
shoe factories and then for 20 years 
manufactured shoes, some of that time 
in partnership successfully with James 
S. Alien and James C. Tannatt. 

He organized his own business, mak- 
ing high grade heels for men’s shoes, 
in 1906. His son, Frank E. Shaw, has 
been its president for 20 years. 

Mr. Shaw leaves another son, Ches- 
ter, of Middleboro; a daughter, Mrs. 
Fred B. Leonard of this city, and 14 
grandchildren. 


Robert I. Ulmer 


ANDERSON, IND.—Robert I. Ulmer, 
prominent in Anderson shoe circles 
since 1908, died following a year’s ill- 
ness with heart trouble. He came to 
this city 33 years ago and started work- 
ing in the Fadely Shoe Store, one of 
the pioneer firms of the city. When 
the elder Mr. Fadely died, Mr. Ulmer 
became a partner in the firm and had 
since been associated with Lew Fadely 
in operation of the store. He was a 
member of the Masonic and Elks lodges 
and active in public affairs for many 
years. 














Washington News Reel 


[CONTINUED FROM PAGE 22] 


Consumer and price divisions of 
OPACS earlier in the week called in 
members of the retail and wholesale 
advisory committees to talk over cur- 
tailment of consumer goods and plans 
for civilian allocations. 

The week before the President gave 
implied endorsement to a voluntary 
erganization of retail distributors 
whose job would be to police prices 
through the establishment of voluntary 
committees. Word from Mr. Roosevelt 
on the subject came via Louis B. Kir- 
stein, of Boston, chairman of the Amer- 
ican Retail Federation, an occasional 
caller at the White House and close 
friend of the Chief Executive. 

Emerging from the President’s of- 
fice, Mr. Kirstein placed emphasis on 
holding prices down by controlling raw 
materials prices, registered no opposi- 
tion to “the right kind” of price control 
legislation intelligently administered, 
thought that talk of government price 
fixing by itself would have “a salutary 


effect.” 
* . 7. 


By seeking Congressional sanction for 
controlling prices, the Administration 
runs the risk of having Roosevelt- 
appointed Price Czar Henderson rele- 
gated to the status of a mere member 
of a governmental price fixing agency. 
Many members of Congress would like 
nothing better than to clip the powers 
exercised by Mr. Henderson, but the 
Administration finds itself in a tight 
spot, with its present price fixing ma- 
chinery in a bad state of demoraliza- 
tion. Even the President admits that 
existing authority over prices is in- 
direct and circumscribed; that the Hen- 
derson machinery is cumbersome and 
ill-adapted to all circumstances likely to 
arise; that there has been evasion, 
bootleeging and open defiance of 
OPACS’ price fixing orders. 


* * * 


Commenting on the increase in the 
number of women employed in retail 
trades due to the present emergency, 
the Department of Commerce’s Indus- 
trial Reference Service says that in 
1939 women constituted 22 per cent of 
the employees in unincorporated shoe 
stores owned by 12,005 active pro- 
prietors. The number cf women em- 
ployees was 14,126 compared with 50,- 
020 men employees. 


Open Reliable Shoe Co. 


Los ANGELES, CALIF.— The Reliable 
Shoe Co., 719 South Los Angeles St., 
has just been opened by Chick Americus 
and Joe Yellen. This firm will special- 
ize in jobs of branded shoes as well as 
promotional. shoes. Mr. Americus for 
a considerable length of time was base- 
ment shoe buyer for the local May Co. 
store and is well known in shoe circles 
throughout the country. 


44 


























BOOTS AND SHOES 


BASS, @. 00, 6 COn Mie, BO on ono ia nk in hc sh ip <a Rie <x gna 
BELLAIRE SHOE CO.., Portland, Me. ....... CSE CeO a 
CONNEL, J. M., SHOE CO., Braintree, Mass. fed Bue Tas be cae ae 
COON, W. B., CO., Rochester, N. Y. ........ EG RoR be AS Sma aE 4,5 
DREW, IRVING, CORPORATION, Lancaster, O. . oe 1 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. .....-.....05...-. ...s....2nd Cover 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. ...... Sits the Ra Sen hides ... «Back Cover 
GOODWILL SHOE CO., Holliston, Mass. ...... 2... -. 02. e cee eens Ae so ee 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas ............ 0... eee eee ee eee 40 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass, ......-.. 2-6... 6. ee eee cee 36 
RED GOOSE DIV. OF INT. SHOE CO., St. Louis, Mo. .................... Front Cover 
ROBERTS-HART, INC., Keene, N. H. . BEE Os RS sip SR as ot ae 
SUPERIOR SHOE CO., Chicago, Ill. . .. baad? are tx Pes} See 
TAYLOR, E. E., CORP., Boston, Mass. . Pie ik Bee rah nt Meer TS 35 
TUPPER, INC., Hoboken, N. J., and New York City . pulse oe eerie ) Rf eee 
WEIL, M. K., SHOE CO., St. Louis, Mo. ............... ;, Heh A 36 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston, New York, Philadelphia .... ae So ae oe 32 
COLONIAL TANNING CO., Boston, Mass. ............-.. Ri dd. Agee 3rd Cover 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. ; J ina She 
OHIO LEATHER CO., Girard, O. ..........-- 20. eeee- Sahel Sis ta cadet 10 
TANNERS COUNCIL OF AMERICA .. Saeaas ts ; NE SS 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, Etc. 


COOPER, B. E., & CO., LTD., London, Eng. ................... 42 
DAETSCH & WOODWARD, Brooklyn, N. Y. .... 8 
GOODYEAR TIRE & RUBBER CO., Akron, O. ........... J: deeeesinatita >t ae 
LITHOX, THE, CORP., Wapakoneta, O. ............ , eee cans peas ee 
LITTLEWAY PROCESS CO., Boston, Mass. ey - i aC W ih cis vce ee 
MEARS, F. W., HEEL CO., Boston, Mass. .......... SS o tua Rs tera tee € es ates 2 
UNITED SHOE MACHINERY CORP., Boston, Mass. ....... «2... - eee e eee Oy TU 


STORE EQUIPMENT AND ACCESSORIES 


DUNDE SHOE RESHAPING CO., Los Angeles, Col. 
NEW YORK LEATHER GOODS CO., Chicago, Mere 42 
TRIMFOOT CO,/'St. Louis, Mo. 2.2.5... 6.0005 fais teh pl {OREN 43 
X-RAY SHOE FITTER, INGa" Milwaukee, Wis. .. fy par ge 37 
MISCELLANEOUS 
BARIS SHOE COMPANY, ors ai Pe .. 
BARSH & CEASAR, Philadelphic, Pa. .................... 42 
CAMITTA SHOE COMPANY, Philadelphia, Po. .......... >... a 
HOTEL LENNOX, St. Louis, Mo........-- 02.0000 050 a sain 43 
KIRSCH-BLACHER CO., INC., New York A Bikar v0 MNES | 43 
RUBIN, IRVIN, New York City... eta: FURR ESR Pt RO oF 





Boot and Shoe Recorder 





: No. 875—NATURAL 

Tue popularity and demand No. 876—CHOCOLATE 
for Colonial Work Shoe Splits are Qs es No. 877—CHOCOLATE 
the natural results of the care and No. 878—TAN 
skill exercised by Colonial execu- in No. 892—-BROWN 
tives in the selection of raw mate- Na 
rials and tanning methods. Right ad and RAK 
tanning and right finishing make 
Colonial Work Shoe Splits more 
mellow ... better cutting . . . better 
working .. . better looking . . . and 
better wearing. These superior 
qualities have resulted in a volume 
of production that insures lower op- 
erating costs .. . hence better values 
foot for foot, cent for cent. Be sure 
to ask your manufacturer to use 
Colonial Work Shoe Splits. Your 


customers will notice the difference! 








ONIAL TANNING COMPANY © Split Division © BOSTON, MASS 
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WE'RE MAKING bette Mere oF Bors, 
GERBERICH-PAYNE ano You 


ee faces its future confident.in the ever growing strength of its youth. 
They’re sounder in mind, and healthier in body, thanks to the care of their 
mother, teacher, physical instruet®Hiand to YOU, the man who fits the shoes 


they wear. aia 






Gerberich dealers are well equipped for the important job of fitting boys’ feet 
with Gerberichs, Stride Rite, Junior Arch Preserver and Official Boy Scout Shoes 
and an In-Stock Service that works, makes it practical too. A fair mark-up on 
every pair makes it-worth your while to sell Gerberich-Payne Shoes. 











